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Place your 
SURPLUS BUSINESS 
INSURANCE and 
PROFIT-SHARING 
or PENSION PLANS 7 Tailor-made proposals by specialists and plenty 


of individual help on difficult cases. Presentations 
that convince! 

















and partnerships. This feature is valuable in many by a nearby general agency. Business insurance 


| Income settlements available to corporations On-the-spot know-how: Problems quickly settled 
business insurance situations. specialists are available in a hurry. 




















plan clause makes possible insurance and annuities. Many by our excellent competitive 
business life insurance bought different forms of life insurance net cost. On ail plans of both 
for one purpose to be used for and annuities to suit your life insurance and annuities, 
another, if needed. clients’ needs. C. M. cost is really low. 
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LIFE INSURANCE COMPANY : HARTFORD 


Combination Plan: life ins. & conversion deposit Facts, figures and proposals will be furnished 
fund on pension & profit-sharing plans. (Deposit gladly to fit any surplus need in business insurance 
administration by CM on pension plans available. ) or pension or profit-sharing plan. 
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THERE'S REAL PROTECTION FOR THE MAN FROM EQUITABLE 


He has lifetime security—under one of the finest over-all 
insurance and retirement programs in the insurance field today 
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Insurance for the insurance man—Equitable @ surgical expense insurance* than a good living. The man from Equitable 
really believes in it! @ basic medical expense insurance* builds a lifetime of security—and his future 
Equitable offers its own people one of the @ major medical expense insurance* gets brighter each year. 
best insurance and retirement programs. @ and retirement benefits that start at 65 
The coverage available to Equitable repre- “SOnae ieee einer entnen THE 
sentatives includes: More than six hundred Equitable men and 
women today receive retirement income. 
@ group life insurance up to $20,000 Many of them keep on selling and still draw EQU [TABLE 
@ accidental death insurance benefits. Renewal commissions continue in 
up to $10,000 additional every case. LIFE ASSURANCE SOCIETY OF THEU.S. | 


@ hospital expense insurance* A selling career with Equitable offers more HOME OFFICE: 393 SEVENTH AVENUE, NEW YORK 1, N. Y. 
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What Is Income?’ 
Still $64 Question 
‘in Taxing Insurers 


Companies’ Representatives 
\ Thus Far Stumped for Concept 
That Is Fair and Workable 


Company representatives in their 

» conferences on what kind of permanent 

life company income taxation plan to 

| offer to Congress are finding it a baf- 

' fling problem to devise a formula that 

| will be equitable for all types of com- 

panies in various types of situations 

that may develop and yet will still 

come within the meaning and intent of 
the federal income tax law. 


“What is income?” in the case of a 
life company is still the elusive ques- 
tion. It has been for as long as the fed- 
eral income tax law has been applica- 

_ ble to companies. The difficulty is that 
aformula that appears fair under con- 
ditions such as prevail at present could 
become grossly inequitable under oth- 
er, quite readily conceivable circum- 
stances. 





The present stop-gap plan of taxing 
investment income at 6%% has the 
merit of producing substantial equity 
in the sense that the tax is roughly pro- 
portional to the amount of assets. Yet 


» acompany with a bad run of mortality 


and higher than average interest earn- 
ings would pay a considerably higher 








w 


tax than another with average or ex- 
tra-favorable mortality and below-av- 
erage interest earnings. The present 
| stop-gap tax, for all handiness of its 
yardstick, is more of an excise tax than 
a true income tax. 


The crux of the problem is that life 
insurance is such a long-range business 
that even if it were possible to decide 
on a definition of income or profit it 
would still be impossible to say con- 
clusively how a company came out in 
any given year. The results for 1954 
depend largely on the accuracy of es- 
timates and assumptions. It will be 
many years before the “run-off” of this 
year’s business shows up as profitable 
or unprofitable. 

e e @ 

Rep. Curtis of Missouri, chairman 
of the ways and means subcommittee 
on life company taxation, has indicated 
a Sympathetic interest in the problem 
and a desire to get a permanent form- 
ula enacted into law. But thus far the 
difficulty has been in getting agree- 
ment among the companies as to what 


| the basis should be. 


A considerable part of the problem 
lies in the fact that so great a part of 
the total business is done by mutual 
Companies, which do not make profits 
in the usual sense. Yet it is recognized 
that it has so long been the custom to 
treat stock and mutual companies on an 
¢qual basis that nobody would seriously 
suggest trying to get the mutual com- 
panies a tax-free or even especially 
favored status on the ground of being 





| %n-profit organizations. 
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JOANIS GIVES WARNING 


Several Items Backed 
in Administration’s 
Social Security Plan 


WASHINGTON—Support for sever- 
al points in the administration’s so- 
cial security program and a warning 
that some principles of the system are 
being distorted were given in an add- 
ress before Senate finance committee 
by John W. Joanis, secretary and gen- 
eral counsel of Hardware Mutual Casu- 
alty. Mr. Joanis, as a member of the 
social security committee of Council of 
State Chambers of Commerce, repre- 
sented 23 chambers. 

National Assn. of Manufacturers, 
which also submitted a statement to 
the Senate committee, similarly found 
conflict with the objectives and prin- 
ciples in OASI (old age and survivors 
insurance). 

Except for its public purpose, Mr. 
Joanis said, OASI would be an inde- 
fensible device for the redistribution of 
income through an_ unconstitutional 
exercise of the taxing and spending 
powers. If the program could be re- 
vised so as to make each person’s OASI 
taxes exactly meet the cost of his pro- 
tection, there would be no consti- 
tutional basis for fixing his benefits 
above the levels indicated by the Su- 
preme Court when it said in 1935, 
“The hope behind this statute is to 
save men and women from the rigors 
of the poorhouse as well as from the 
haunting fear that such a lot awaits 
them when journey’s end is near.” 

OASI’s public purpose also affords 
the basis for fixing its present benefits 
in such amounts that there is not even 
a rough relation between the cost of an 
individual’s protection and the amount 
of his OASI taxes. Such a relationship, 
the speaker said, would mean benefits 
for present aged recipients in pennies 
rather than in dollars. As it is, OASI 
levels are such that benefits of past 
and present recipients will cost several 
billion dollars more than the total of 
social security taxes paid by everybody 
to date, plus accrued interest. 

These billions, plus a large portion 
of benefit costs for all who retire in 
the next few decades, and even after 


that, and much of the benefit costs 
(CONTINUED ON PAGE 19) 





HUNT HAS LEAD 


Run-Off July 27 to 
Decide on Okla. 


Commissioner 

A run-off election will be necessary 
to determine who will be the next 
Oklahoma insurance commissioner. Joe 
B. Hunt had a lead of 38,850 votes 
more than his closest contestant, James 
R. Dickey, in the July 5 primary. There 
was a total of approximately 345,000 
votes cast in the election for commis- 
sioner, divided among 12 candidates. 
Hunt had 92,328 votes and Dickey 53,- 
478. 

Mr. Hunt resigned recently as assist- 
ant actuary of Oklahoma insurance 
board to enter the campaign. He had 
been with the actuarial department of 
the board for more than 12 years. 

Mr. Dickey undoubtedly received 
some votes because of the similarity of 
his name to that of Donald F. Dickey, 
who recently resigned as insurance 
commissioner after several years’ in- 
incumbency. The run-off election is 
scheduled for July 27. 








Joint Conference 
Committee Considers 


Tax Revision Bill 

WASHINGTON —Joint conference 
committee on tax revision bill has 
scheduled its first meeting for July 
14. Life interest is centered largely on 
the problem of income taxation of life 
companies. The Curtis subcommittee 
on life company taxation had planned 
a public hearing for July 15, but noth- 
ing was scheduled on the subject at 
that time. 

Meanwhile, the subcommittee await- 
ed submission of a taxation plan by 
the life people, who conferred in Chi- 
cago this week on a possible alterna- 
tive to the present 642% basis plan. 

Insurance representatives recalled 
that not many years ago the govern- 
ment was glad to get $35 million taxes 
annually from life companies, whereas 
now it is reported taxing them at the 
rate of about $200 million per year. 

The Senate finance committee began 
consideration in executive session of 
the social security bill upon which it 
concluded hearings late last week. The 
measure is expected to emerge from 
the committee without much delay. 





Results for First Six Months Given 












































1954 1953 1 1953 
New Life New Life In Force In Force 

Ins. Bus. Ins. Bus Inc. Inc. 

$ $ $ 3 
American Mutual, Ta. ccsssccsesssssscsseseseee 12,300,930 11,542,813 5,665,542 6,015,309 
Berkshire Life 23,990,731 799 11,943,982 726,925 
Confederation Life  ...cscccssccsssssrssseeseeee 81,523,893 75,973,707 44,707,454 65,657,735 
lonial Life 660, 13,209,775 12,164,934 
Columbus Mu eee 328, 12,089,186 13,645,969 
Continental American .. 15,797,618 15,892,266 9,338,061 
Federal Life 17,641,290 11,491,007 12,118,314 
Equitable of Iowa ........... wesenes 63,562,415 31,608,324 32,663,397 
Equitable Society — ......c..csccssssvssee svcsesseeree 150,620,018 751,705,674 496,413,083 1,034,761,630 
Farm Bureau ID ccecceecccesscecsee: 78,142,044 75,969, 60,976, 47,896,568 
Fidelity Mutual 461,606 42,920,712 22,623,371 26,844,432 
reat-We Life 1 149,022,335 108,588,826 115,022,934 
Guarantee Mutual ccccccccscscsssrscssssssssesee 15,509,540 14,513,116 4,844,912 5,154,579 
Imperial Assurance .. 41,477,340 27,486,319 28,837,657 
Jefferson Standard 80,241,334 47,622,552 48,994 647 

John H 4 680,879,627 417,629,730 562,521, 
Knights Life 29,496,493 5,127,667 11,969,897 

Liberty National 20,815,441 14,019,103 7,345 

Northwestern National 1,715 52,776,421 29,750,048 

u 71,119,931 68,786,363 39,177,464 41,256,198 

Texas Prudential 955,501 10,039,698 6,514,901 3,508 











House Vote Kills 


58th Year, No. 29 
July 16, 1954 


Government A & H 
Reinsurance Plan 


Recommitment to 
Committee Ends Bill's 
Chances This Session 


WASHINGTON—The house voted 
238 to 134 to send the administration’s 
A&H reinsurance bill back to the in- 
terstate and foreign commerce commit- 
tee. This is said to mean that the meas- 
ure is dead for this session. 

The action apparently came as a sur- 
prise to Republican leaders, who indi- 
cated they had expected enough Demo- 
cratic support to get the bill through. 
Opposition by American Medical Assn. 
was given some credit for the recom- 
mitment. However, despite a somewhat 
favorable attitude by the life business, 
most elements in insurance and the in- 
surance commissioners were opposed. 

The opposition from insurance quar- 
ters, which was in general politely ex- 
pressed, appeared to be based on two 
fundamental objections, that no matter 
how beneficent the intentions of the 
Eisenhower administration in connec- 
tion with this bill, it put the govern- 
ment into A&H insurance, and, despite 
protestations, obviously sincere, of the 
administration, it was considered by 
commissioners as a possible opening 
wedge for federal regulation. 

Some observers term the bill’s fail- 
ure an ominous sign since much of the 
opposition to the measure felt it did 
not go far enough. This was labor’s 
position, one backed up by many of the 
congressmen turning thumbs down on 
the bill. The same observers predict 
these interests will go all out in back- 
ing a national health scheme similar to 
the one that failed in the last Congress. 

Insurance people in Washington had 
feared the bill would pass after the 
House made several amendments. It 
had been reported favorably by the 
House committee. 

National Assn. of Insurance Commis- 
sioners had taken an official position 
in opposition to the bill, though it too 
apparently felt passage was a cer- 
tainty. Only the day before the House 
vote the special NAIC committee on 
federal health reinsurance plans met at 
New York City and drew up several 
amendments to make the measure more 
palatable. All of these were designed to 
spell out in more detailed fashion the 
role state supervisory bodies would 
play in administering the plan. 

On the other side, Chairman Wolver- 
ton of the House committee had re- 
ceived a letter from Frazar B. Wilde, 
president of Connecticut General Life, 
which characterized the bill as con- 
structive legislation. Also, National Life 
& Accident issued a press release re- 
ferring to complete cooperation of the 
life business and the government re- 
garding A&H reinsurance. 

President Eisenhower expressed 


402 keen disappointment at the action of: 

670 Congress and indicated the administra- 

,086,839 tion will continue to fight for the 
‘359 measure. 
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Easy-Money Policy 
Already Causing 


Bond Refinancing 


U. S. Fiscal Heads, Needlessly 
Shying from Deflation, Draw 
Few Cheers from Life People 


By ROBERT B. MITCHELL 


NEW YORK—The administration’s 
easy-money policy, most recently evi- 
denced by cutting the banks’ reserve 
requirements, is already causing some 
borrowers to refinance their bond is- 
sues at lower rates now available. 
There is the feeling among life com- 
pany investment men that in attempt- 
ing to avoid any taint of bringing on a 
deflation the administration has re- 
acted with needless vigor in the op- 
posite direction, apparentiy being de- 
termined to prevent any recurrence of 
what happened in the spring of 1953. 

At that time the federal reserve was 
keeping hands of: the securities market 
and there was a sharp decline in gov- 
ernment bot, prices. The Treasury 
came into the market with a long-term 
3%% bond, which was a factor in gen- 
erating the expectation that there 
woiua be further large offerings of 
jong-term U. S. bonds at that rate of 
interest or perhaps higher. The issue 
was only $11% billion but government 
bond prices fell to relatively low levels. 
The 3%4s went below par, as did other 
long-term bonds. These happenings co- 
incided with other dampening econ- 
omic forces, such as heavy inventory 
accumulations and a general tighten- 
ing of credit, primarily in the mortgage 
market, because as the federal reserve 
and Treasury actions brought higher 
yields on government bonds the yield 
on corporate bonds went up and money 
tended to flow toward them and away 
from the mortgage market. Yet the 
volume of housing showed that for 
1953 as a whole there was no real 
shortage of mortgage money. 


. e . 

The government, rendered skittish by 
accusations of deflation, reversed its 
policy and began supporting the gov- 
ernment bond market. The Treasury 
pretty much gave up its effort to con- 
vert its short-term indebtedness into 
long-term bonds. At the same time, 
business fell off enough to bring some 
Grop in corporate financing and inter- 
est rates began to fall from August on. 
There has been a sharp decline in rates 
ever since. 

In the mortgage market, where a 
year ago it was possible to hold the 
amortization period to 25 years and 
get a 5% down payment or better, to- 
day many life companies are giving 
30-year amortization and not insisting 
on any down payment. Naturally, these 
apply only where there is an FHA or 
VA guarantee. There is no doubt that 
the 30-year amortization and no down 
payment have kept the residential real 
estate market booming. 

While life insurance investment peo- 
ple concede the value and perhaps 
necessity of a certain amount of man- 
agement by the government, some feel 
there is unwarranted reliance on the 
presumed power of interest rates. They 
say it is the availability of money to 
borrow that counts, not so much the 
rate. If business is prosperous the rate 
is of no great consequence to the bor- 
rower, within fairly wide limits. 

On the other hand, if he thinks the 
business outlook poor or uncertain, the 


potential borrower is not going to make 
a loan just because somebody has made 
it possible to borrow at bargain rates. 
Bargain rates, when carried to unwise 
lengths, do not stimulate borrowing. 
They merely ruin the market. 

Unfortunately, the major influences 
in the financial picture, other than life 
insurance, have more to gain by advo- 
cating an easy-money policy than by 
favoring more realistic rates that more 
accurately reflect the law of demand 
and supply. Nevertheless, the life in- 
surance influence has made itself felt 
and the government has by no means 
overlooked what its fiscal policies do 
to life insurance policyholders in the 
general effort to please the greatest 
number of citizens. 


Kollenberg, 2 Others 
Join NALU Program 


Three names have been added to the 
list of speakers who will address the 
annual convention Sept. 20-24 at Bos- 
ton of National Assn. of Life Under- 
writers. 

A. H. Kollenberg, veteran agent for 
Mutual Benefit Life at Grand Rapids, 
will be heard at the third general con- 
vention session Sept. 24. His topic will 
be “Why People Buy Life Insurance”. 
The others are Ralph Cooper Hutchi- 
son, Ph.D., president of Lafayette col- 
lege, Easton, Pa., who will speak Sept. 
22 on “Power in the Social Order”, and 
Edward B. Hanify, partner in the Bos- 
ton law firm of Ropes, Gray, Best, 
Coolidge & Rugg, whose subject will be 
“The Glory of the Commonplace.” 

Mr. Kollenberg, who entered the 
business in 1917, is a life member of 
Million Dollar Round Table. Dr. Hut- 
chison, former president of Washington 
and Jefferson college, is a director of 
Acacia Mutual Life. Mr. Hanify is a 
director and a member of the agency 
committee of John Hancock. 


Guardian Files Appeal 
in Office Site Case 


Guardian Life has filed notice of ap- 
peal in its case against the decision of 
New York Insurance Superintendent 
Bohlinger which said it could not ac- 
quire certain property for an office at 
White Plains, N. Y. The company hopes 
to argue the case during the October 
term of court. 

The appellate division of the su- 
preme court for New York county in 
May upheld the trial court’s decision 
that the superintendent had the power 
to deny an insurance company the 
right to acquire the property for the of- 
fice if the superintendent was not satis- 
fied in his own mind that it was a 
sound project. 

In the decision upholding Mr. 
Bohlinger’s stand, two appellate divi- 
sion judges held that the superintend- 
ent’s decision was not reviewable by 
the courts on the ground that except 
where the insurance law _ provides 
specifically for review, the superin- 
tendent’s rulings are not reviewable 
except to determine whether he had 
misconstrued or exceeded his authority. 
Another judge based his concurring 
opinion on a conviction that Mr. 
Bohlinger had not acted arbitrarily or 
capriciously, as Guardian had alleged. 











U.S. Employe Group Life 


Bill Passed by Senate 


WASHINGTON—The_ Senate has 
passed the administration’s bill for 
group life coverage for federal civilian 
employes. Except for a brief explana- 
tion of the measure by Sen. Carlson of 
Kansas, chairman of the postoffice and 
civil affairs committee, there was no 
discussion. 


Life Ownership Hits 
Record High With 
$319 Billion In Force 


Ownership of life insurance rose to 
a new peak at mid-year, with record 
purchases estimated at $18.6 billion of 
new policies in the first six months, 
Institute of Life Insurance reports. 

Aggregate life protection reached 
an estimated $319 billion June 30, $15 
billion more than at the beginning of 
the year, $29 billion more than at mid- 
year in 1953, and $177 billion more 
than 10 years ago. 

The purchases, which exclude credit 
life, were $600 million more than in 
the corresponding reriod of 1953 and 
$3.5 billion more than in the first half 
of 1952. 

With the purchase of new life run- 
ning at a record pace, American fami- 
lies are expected to put as much as 
$9.75 billion into life and annuities, 
compared with $8.96 billion in 1953, 
when premiums represented 3.6% of 
disposable personal income in the U.S. 

Policyholders have increased their 
premium outlay by 115% in the past 
12 years while the protection they now 
have is 150% greater than that owned 
in 1941. 

Of last year’s premiums, $7.59 bil- 
lion was for life, $1.19 billion was for 
annuities and $182 million for special 
provisions attached to life policies. 
Life premiums have more than dou- 
bled since 1941 and the annuity pre- 
miums nearly tripled. 

In addition to premiums for life and 
annuities, U. S. life companies last 
year reported $1.87 billion of A&H pre- 
miums. Total premium income of all 
kinds and of all U. S. life companies 
was $10.8 billion in 1953, compared 
with $9.8 the previous year. 

During the first six months of this 
year the benefits totalled an estimated 
$2.5 billion, $250 million more than 
the similar period last year. Death 
benefits should account for $1.05 bil- 
lion for the period, compared with 
$1.002 billion a year ago. The increase, 
the institute pointed out, is a reflec- 
tion of wider ownership of policies, not 
a rising death rate. 

Total assets of the more than 800 
U.S. life companies are estimated at 
$80.9 billion on June 30, compared 
with $75.4 billion a year ago. These 
assets, averaging about $330 per poli- 
cy, represent an increase of $2.7 bil- 
lion since the beginning of the year. 


SURANCE-PROGR 
per uieecnr i 


Purchases of New Life Insurance 





















in first six Months In Billions 
1944 Geemem $6.8 
1953 fe29 B 518.0 






1954 : $18.6 
Life Insurance in force on June 30th 


In Billions 
1944 BERRBHE! $142 
1953 GRGHHRREREREESE +290 
1954 GRRBERGRGRRRBBEE 5313 
Life Policy Benefit Payments in Half year 


In Billions 


1944 BOOGOOE 41.3 
1953 EBEOGOGEGEOOES23 
1954 GOOOOOOGOO SOE 52.5 


Life Insurance Assets at Mid-year 


In Billions 
1944 WOW $39.4 . 
1953. BHGGGGGE54 
1954 WHBSSSGH 1803 


Institute of Life Insurance 




















Mutual Funds Take 
Conciliatory Stand — 
on Agents’ Blasts | 
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Official Statement Says 
Misunderstanding, Sketchy 
Data Generated Criticisms 


NEW YORK—National Association 
of Investment Companies, through its 
director of public information, Edward 
B. Burr, has issued a friendly and con. 
ciliatory comment on the criticisms 
against mutual funds, particularly © 
those tied in with the sale of group life} 
insurance, among life insurance field 
personnel. Mr. Burr was until recently 
Institute of Life Insurance’s education 
director. The investment companiey 
statement says: 

“We have been asked to comment on 
recent criticisms by certain life insur. 
ance agency groups. Our feeling is that 
much that has been said was based 
on a lack of accurate information on 
and a basic misunderstanding of mu- 
tual funds. 

“As we see it, there is no fundamen. 
tal conflict of interest between mutual 
funds and life insurance. Each business 
is fulfilling an important public need, 
in its own field and subject to the most 
stringent public regulations. 

eo e e 

“Some misunderstanding has devel- 
oped specifically in connection with 
plans offered by a few fund sponsors 
combining life insurance with periodic 
purchases of mutual fund shares. It 
should be noted that the funds active, 
in this field are purchasers of life in- | 
surance from existing companies, and 
thus are bringing the benefits of life 
insurance in larger amounts to many 
families and, in fact, even to some 
families which have not previously 
had this protection. : 

“It is our view that the services of 
these two industries are complemen- 
tary, and not basically competitive. 
This concept is recognized in the sales 
literature of most mutual fund sponsors 
who stress the ownership of adequate 
cash savings and adequate life insur- 
ance before investment in mutual fund 
shares. 

“Both industries are faced with vast 
opportunities for expansion in their 
respective fields. For our part, we will 
continue to strive for harmonious re- 
lations and understanding with the life 
insurance industry a weil as with all 
other financial institutions.” 


: 





Pacific National Colo. 
Meet Stresses Sales Tips 


A program designed to sharpen 
sales tools, and buttressed with several 
social features, made up the five-day 
convention of Pacific National Life at 
Colorado Springs. 

Home office officials who addressed 
the meeting were Ray H. Peterson, 
president and superintendent of agen- 
cies; L. W. Messinger, vice-president 
and actuary; Dr. James Z. Davis, med- 
ical director; and William I. Spere, 
executive assistant. 

Among field men who made talks 
were C. L. Johnson, co-general agent at 
Salt Lake City; G. I. Teshima, Ha- 
waii; E. S. Worlund, general agent at/ 
San Anselmo, Cal.; Manuel Chaves, | 
Salt Lake City; W. T. Takiguchi, gener- 
al agent at Honolulu, and J. W. Haw- 
ley, Colorado manager. Commissioner 
Kavanaugh of Colorado spoke. 
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STRESS ECONOMY, EFFICIENCY 





Figures on Staff Travel Prove N. Y. Best 
Bet for NALU's Home, Area Backers Say 


NEW YORK—Data on meetings and 
conferences that National Assn. of Life 
Underwriters executives must attend 
indicate that the New York City area 
is by far the most efficient and eco- 
nomical place in the United States 
for NALU’s headquarters, according to 
a booklet being sent out to all mem- 
pers of the NALU national council, 
executive secretaries, and other NALU 
“wheelhorses” in support of New 
York’s bid to retain NALU’s main of- 
fice in this area. 

e e 

The booklet is published jointly by 
the New York City association and 
the New York state association and is 
based on information gathered by the 
city association’s committee on NALU 
location, headed by E. J. Allen, gen- 
eral agent of John Hancock. 

The committee obtained from NALU 
an analysis of meetings and confer- 
ences other than those actually spon- 
sored by NALU, which the three prin- 
cipal NALU executives attended over 
typical periods of time—six months in 
one instance, and one year in the other 
two instances. These were meetings 
that the men would have been required 
to attend, regardless of NALU’s loca- 
tion. These figures show that there 
were 56 meeting days in New York 
City as against 38 for Washington, D. 
C., Chicago, Hartford, Philadelphia, 
and Albany combined. Second to New 
York’s 56 was Washington with 18. 
Then came Chicago with nine, Hart- 
ford, seven, Philadelphia, three, and 
Albany, one. 

These figures do not include numer- 
ous, almost daily, contacts that NALU’s 
attorneys have with the legal staff of 
Life Insurance Assn. of America and 
the use of its library facilities. 

“We are advised that if NALU head- 
quarters were to be moved away from 
New York City it would be necessary 
to maintain a separate office in this 
area for the use of NALU’s attorneys 
and other executives on frequent duty 
here,” the New York booklet says. “It 
is obvious that the operating efficiency 
of NALU would be vastly impaired by 
amove away from the New York area 
and that additional costs of travel, 
hotel, meals-away-from-home, sepa- 
rate office maintenance, would be 
vastly increased. Would our member- 
ship knowingly recommend a removal 
to another locality if, along with the 
proposition, there were coupled a dues 
increase to defray these additional 
costs?” 

e & e 

Denying that there is any advantage 
to a mid-continent location near the 
U. S. center of population, the New 
York committee points out that NALU 
headquarters is not a “mecca for the 
pilgrimage of its 60,000 members,” but 
is “a workshop for the advancement of 
the interests of its 60,000 members.” 
“An impartial investigation of the ac- 
tivities of NALU indicates that it is 
Primarily concerned with serving its 
Members and in this capacity NALU 
executives must meet and confer with 
other organizations in the industry,” 
the committee notes. 

The booklet points out that LIA and 
Institute of Life Insurance are both 
located in New York City, LIAMA is 
at Hartford, American Society of CLU 
's at Philadelphia, the New York In- 


surance department is in Albany and 
New York City, federal legislative and 
executive bodies are at Washington, 
and 15 of the first 22 major life com- 
panies are located in the eastern zone. 
Hence, “it is obvious that a location 


in or near New York City is in the 
heart of this activity area.” 

Urging an objective and factual 
viewpoint, the New York City associa- 
tion states that it is “numbered among 
the many local associations who feel 
that a matter of this importance never 
should have been tossed into the arena 
of local strife or held up as a presumed 
prize to be awarded the sectional 
groups submitting the most chamber 
of commerce ballyhoo or high-pressure 
salesmanship,” but rather “it appears 
to us that the question should be de- 
termined solely on the basis of ‘where 


can NALU function most effectively 
and efficiently for the membership 
concerned?’ ” 
The New York City committee makes 
a strong plea for the purchase of the 
present Bankers National Life build- 
ing in Montclair, N. J., as being avail- 
able for approximately the amount of 
money that NALU has already collect- 
ed for its headquarters building. 
“Anyone who was involved in the 
headquarters project from its incep- 
tion will recall the basis on which the 
‘own-your-own-home’ was originally 
(CONTINUED ON PAGE 16) 
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Fears of LUTC Courses as Proselyters’ Paradise 
Have Proved Unfounded in Actual Experience 


NEW YORK—Fears that Life Un- 
derwriters Training Council courses 
might prove a happy hunting ground 
for instructors with proselyting im- 
pulses have proved unfounded, it was 
brought out at a luncheon for agency 




















LUTC said the classes certainly con- 
stituted a golden opportunity for a 
proselyter but the only case that had 
happened was the result of a misun- 
derstanding. Instructors agree in writ- 
ing not to hire any of their students 
while in classes or for a year there- 











Bottons, 
Pasquale A. Quarto, director of train- 
ing, and Paul M. Smith, Jr., adminis- 
trative assistant. 

The LUTC courses, which started in 
1947, are now completely self-support- 
ing. During the school year 1953-1954 
there were 512 classes in 47 states, the 
District of Columbia and Hawaii. 

The New York luncheon was one of 
a number held in various cities to bring 





director of administration, 
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Travelers Makes Four 
Changes, Two Retire 


Travelers has appointed Carl H. Bo. 


len, who has been manager at Wor. 
cester, Mass., manager at Boston, suc. 
ceeding Sherill A. Smith, who has re. 
tired after 30 years with the company, 

Frederick A. Noseworthy, who has 
been assistant manager at Manchester, 
N. H., has been appointed manager at 
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and the local committee has a respon- manager at Boston, has been pr be Pp! 
sibility as to whom it chooses as in- é Promoted people 
e to brokerage manager there. j 
structors. Bankers, Ia., Giant June Donald R. Dittemore, assistant = 
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MASS. MUTUAL MEETING: 


Buyers Seen Asking 
More Professional 
Service from Agents 


Buyers of life insurance more and 
more are expecting their agents to 
pe professional 
people and future 
requirements for 
leadership in the 
field will probably 
require the profes- 
sional approach, 
handling and atti- 
tude as well as 
professional train- 
ing. This was the 
theme of the Lead- 
ers Club of Massa- 
chusetts Mutual 
Life as set forth 
by Charles A. Schaaff, company vice- 
president, at its meeting at Banff, 
Canada. 

The largest number of company sales 
representatives, 515, in the history of 
the club qualified to attend the meet- 
ings. 

With this trend, Mr. Schaaff said, the 
professional insurance salesman should 
plan his progress just as a doctor or 
other professional man must. 

Mr. Schaaff outlined such a plan de- 
signed to stimulate sales and financial 
success based on certain tangible goals 
within the reach of all good life insur- 
ance salesmen. When they have been 
attained, he said, the agent will have 
real financial security because he is 
sure of himself, will have the know- 
how, an established clientele, a good 
renewal account and confidence. 

Such a plan might be to set an ap- 
plication a week as an objective, and 
decide to make the company spotlight 
($20,000 monthly production) every 
month, guaranteeing $250,000 sales an- 
nually. Then decide to win the national 
quality award, complete the Life Un- 
derwriter Training Council courses, 
get into program selling, make the 
Leaders Club and 100 top leaders, work 
fora CLU designation and membership 
in the Million Dollar Round Table. 


To do this, Mr. Schaaff suggested 
the agent obtain 1,000 dates of birth, 
put them on cards with all the other 
information obtainable about each, so 
he would never be out of prospects. 
The agent should try to get 200 real 
clients, persons tied to him through an 
audit service, for example. The aver- 
age man between 35 and 50 buys once 
every four years at least an average 
of $10,000, so those 200 clients should 
yield $500,000 a year. 

He should also plan to bring at least 
one new man into the business and 
help him become successful to prove 
his own beliefs and convictions about 
the job. He should join his life under- 
writers association and give it his full 
and active support, take refresher 
courses, attend clinics and conferences 
and subscribe to professional journals. 
He should plan his part in community 
activities, take part in civic enterprises 
and in his church. 

One of the highlights of the confer- 
ence was the naming of a court of hon- 
or made up of 1953 field leaders. Ken- 
neth W. Perry, director of agencies, 
conducted the court recognizing out- 
standing production achievements by 
Company representatives. Five men 
were named in each category. 

Henry W. Hays of Rochester led all 





Charles Schaaff 





full-time representatives in both pro- 
duction and first year commissions. 
Other leaders in first, second and third 
years were Francis M. Sharkey of 
Washington, Stanley Newhouse of New 
York City, and Joseph Edelstein of 
Hempstead, N. Y., respectively. 
& * oe 

Charles G. Keehner of San Francis- 
co topped the list of consecutive week- 
ly producers and consecutive spot- 
lighters. Francis W. Ryan of Detroit 
led full time representatives with per- 
fect net production records; Holden F. 


Hills and Forbes S. Tuttle, of Syra- 
cuse, tied for group production. 

Mr. Hays also was designated as man 
of the year among company repre- 
sentatives and Mr. Keehner received a 
special award as the holder of the 
company record of consecutive weekly 
production. Mr. Keehner, who is 76, 
has been among the company’s 100 top 
leaders in production for 24 consecu- 
tive years. 

Mr. Hays established a new all-time 
sales record with production of more 
than $4.1 million and set a monthly 























NION CASUALTY AND LIFE INSURANCE COMPANY 


17 East Prospect Avenue, Mount Vernon, New York 


Don °T GO BERSERK because you’re shackled by old-fashioned methods and 
slow service. If your organization sometimes seems dead on its feet, why not 
investigate the opportunities with a company outstanding for its modern 
operating methods and competitive portfolio? Shoot for greater success in 


Life—and Casualty, too. 
ROY A. FOAN, Vice President and Director of Agencies 


record in November with more than 
$1.5 million. 

Wrayburn M. Benton, 2nd vice-pres- 
ident, who will retire in 1956, was 
honored by the group. 

Championship plaques in the com- 
pany’s annual quota-buster contest 
were awarded Roderick Pirnie of 
Providence; Ronald R. Reader of 
Lawrence, Mass., and John R. Rinkle 
of Sioux City, Ia. 

Service plaques were presented 28 
members of the field force by Chester 
O. Fischer, vice-president. 
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Shot Provides Sales Talk 


“Anything can happen at any time, 
and you ought to be prepared for it,” 
Howard C. Martin, agent at San Fran- 
cisco for New York Life, had just fin- 
ished saying to prospect Paul B. Mc- 
Cracken, Berkeley, when a bullet flew 


into Mr. McCraken’s apartment, and 
hit the wall. 

McCracken hurriedly signed for a 
$10,000 life insurance policy and add- 
ed $1,000 more on Mrs. McCracken. 

This was no attempt on Mr. Mc- 
Cracken’s life, by the way. The shot 
was fired by a despondent neighbor. 













Bays highly success- 
ful direct, ‘mail plan, keep on 
helping its: ‘Career Life Under- 
writers get the job done. "Gift" 
letters mailed out during the 
past twelve months secured 
highly informative reply card 
returns of 12.61%. Pre-ap- 
proach letters, based on spe- 
cific-need follow-up calls, and 
the backbone of the system, 
were outstandingly successful 
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served faithfully and well. 
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Growth through service 


Monumental continues to be one of the top combination 
companies. Our Agents have been largely responsible for 
this success through their personal services to our policy- 
holders. Throughout the years our policyholders have been 
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Bromley, Nussbaum 
Head Mass. Mutual's 
Agents Associations 


John E. Bromley of Battle Creek 
was named president of Massachusetts 
Mutual General Agents Assn. at the 
Leaders Club meeting at Banff, Can- 
ada. Other officers are Clarence E. 
Pejeau of Cleveland, vice-president; 
Kenney E. Williamson of Peoria, sec- 
retary-treasurer. 

Officers of the agents’ association 
are A. Jack Nussbaum of Milwaukee, 
president; Richard J. Katz of Rochester 
and Barry B. Stephens of Los Angeles, 
vice-presidents; Charles S. Motz of At- 
lanta, secretary; Ewing Carruthers of 
Memphis, Charles Clementson, Jr., of 
Jacksonville, Theo M. Green of Okla- 
homa City, John E. Mann of Albany, 
Maurice T. Paine of Chicago, Robert 
M. Saville of Newark and John P. 
Veith of St. Louis, executive commit- 
tee. 

Charles H. Schaaff, company vice- 
president, spoke on the record of the 
field sales operations and explained 
that ordinary production had increased 
from $119 million in 1942 to $382 mil- 
lion in 1953. The first five months of 
this year were 16.5% ahead of the com- 
parable figure a year ago and totaled 
$190 million. January production es- 
tablished a new record high with $43,- 
643,000. 

Clarence A. Grimmett, Jr., of Ro- 
chester, N. Y., received the president’s 
trophy on behalf of his agency for 
outstanding performance in all phases 
of agency management during 1953. 
Leland J. Kalmbach, company presi- 
dent, presented the award. Other agen- 
cies among the top five were Lawrence 
Simon, New York City; Harry C. Cope- 
land, Jr., Syracuse; John W. Yates and 
Robert L. Woods of Los Angeles; and 
H. Nolan Sims of Mattoon, I1l. 

John F. Curtis of Los Angeles was 
awarded the annual American College 
scholarship for displaying the greatest 
value to the CLU movement, to his 
company and his agency. By winning, 
he is entitled to attend the CLU in- 
stitute at University of Connecticut. 

Also on the agenda of the agents 
meeting were seminars on phases of 
agency operations. Moderators were 
John W. Boynton of Baltimore, Chester 
R. Jones of Washington, Ronald R. 
Reader of Lawrence, Winfred A. Kloter 
of Hartford, Robert L. Woods of Los 
Angeles, Harper H. Bass of San An- 
tonio. 

Mr. Schaaff was in charge of a ses- 
sion on general agent estate planning 
and Mr. Pejeau moderated a panel on 
agency opportunities which included 
Eugene W. Hassfeld of Toledo, Earl C. 
Jordan of Chicago, Donald C. Keane of 
New York, Mr. Sims, Jewel W. Tyson 
of Richmond and Mr. Williamson. 

The sessions were conducted by J. F. 
Van Stralen of San Francisco and Mr. 
Bromley, president and vice-president, 
respectively, of the association. Prin- 
cipal addresses were given by Mr. 
Kalmbach, Mr. Schaaff and George W. 
Steinbach, director of group sales. 





Health Insurance Study 


A Look at Modern Health Insurance 
has been published by U. S. Chamber 
of Commerce as “a forward-looking 
approach to the problem of meeting 
costs of health care.” The book dis- 
cusses coverages, benefits, costs, medi- 
cal services, hospitalization, prepay- 
ment plans, employers and health 


~ 


plans, employe plans, government 
health activities, and statistics. It can 
be obtained from the insurance de. 
partment of the chamber at Washing. 
ton 6, D. C., at $1.50 a copy. 





Calhoun Life Open House 


Calhoun Life of Columbia, S. C, 
which was chartered in January of 
this year, held an open house at its 
new home office building with Presj-. 
dent Robert H. Lovvorn and other of. 
ficers as hosts. The company writes 
only in South Carolina. 





_ pe 
to winners of The 1954 National 
Quality Award—worthy of the 
best efforts of every career under- 
writer! We are happy to present 
those from West Coast Life with 
the number of years each has 
qualified. At the top is Robert 
Woo, winner of this distinction 
for ten successive years, a signal 
achievement. 


ROBERT WOO, San Francisco . 10 
DON SEEDS, C.L.U., Phoenix . 7 
CHET MORRELL, Eureka.... 7 
MERLE VOTE, Stockton. .... 6 
HAROLD McKELVEY, Spokane 6 
CECIL FULLER, Tacoma .... 5 
GILBERT YEE, San Francisco. . 5 
BILL WILCOX, Yreka ..... 4 
TOM LIU, Oakland ....... 4 
JOHN LETSINGER, Redding. . 4 
VIC ANDREATTA, Dunsmuir . 4 
BOB FIRMAN, Tacoma 
RAY GARIBALDI, Plymouth. . 3 
JAMES LEE, Portland 
JOHN LAMANNA, Richmond . 2 
RAY SELESIA, Angels Camp .. 1 
W. MATSUMOTO, Sacramento. 1 
LAWRENCE LAIGO, Stockton. 1 
RAYMOND IRBY, Seattle ... 1 
EDWIN DORY, Quincy..... 1 
PETER BALDO, Auburn. .... 1 


There is satisfaction in the knowl- 
edge that the entire life insurance 
careers of all but 2 have been with 
this Company. Careers and a 
Company devoted to 
QUALITY service! 


WEST COAST 
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Korea Conflict Was 
War, Federal Court 
in Mass. Decides 


The Korean conflict was “war” as 
respects the double indemnity clause 
in a Metropolitan life insurance policy, 
according to a decision of Federal 
Judge Wyzanski of the district court 
for Massachusetts. 

One of the policies excluded death 
of the insured while in the military 
force of a “country at war” and the 
other excluded death “as a result of an 
act of war.” The first policy also sus- 
pended the double indemnity provi- 
sion “during any period while the in- 
sured is in the military, naval or air 
forces of any country at war.” The in- 
sured was Anthony H. Gagliormella, 
a marine corps private who was killed 
in action in Korea in October, 1952. 

This decision brings the score to 
10 decisions for the companies to one 
against. A list of cases decided and 
pending will be found at the end of 
this article. 

The only decision that has thus far 
gone against ‘the companies is that of 
Beley and Harding against Pennsyl- 
vania Mutual Life of Philadelphia. 
Judge Wyzanski considered that there 
was a distinction between that case and 
the one in Massachusetts but held in 
any event that the Massachusetts court 
would not accept the Pennsylvania su- 
preme court holding as a governing 
precedent. 

Judge Wyzanski also rejected the 
beneficiaries’ argument that the word 
“war” was ambiguous and that it 
should be technically construed ac- 
cording to the U. S. constitution and 
against the insurer. The court stated, 
“These arguments do not seem persua- 
sive. The so-called ambiguity is the 
creation of lawyers, not laymen.” 

Judge Wyzanski pointed out that the 
insurance policies on Pvt. Gagliormella 
were made as a result of applications 
in Massachusetts and insured a Massa- 
chusetts citizen and the parties to the 
suit agreed that the Massachusetts state 
court would hold that such a contract 
is governed by Massachusetts state 
law. Hence, the federal court must fol- 
low the local state rules of conflicts of 
law. The judge pointed out that the 
Massachusetts courts have not square- 
ly addressed themselves to the issue 
whether the Korean hostilities con- 
stituted a “war” within the meaning 
of the insurance policies. 

Judge Wyzanski mentioned Stankus 
vs. New York Life, 312 Mass. 366, 
368, a 1942 decision which held that 
exclusionary clauses such as the one 
involved in the Gagliormella case pre- 
cluded double recovery by benefici- 
aries of an American sailor killed at 
sea in October, 1941, by a German tor- 
pedo when Germany was at war with 
the United Kingdom but not with the 
United States. The judge in that case 
said that as used in insurance policies 
“the term ‘war’. ..refers to no particu- 
lar type or kind of war, but applies 
Il general to every situation that ordi- 
Mary people would commonly regard 
as war.” 

* s € 

Clarifying the question by putting 
the shoe on the other foot, Judge Wy- 
vanski asked, “If the insurance com- 
pany had agreed to pay double indem- 
nity in case of death by violence in 
War, would anyone doubt that a mili- 
lary casualty in October, 1952, fell 
within the clause? And the situation is 
no different where the insurance com- 


pany limits indemnity in case of death 
by violence in war. 

“The obvious object of such a refer- 
ence to war, which any reasonable 
person would understand, is to treat 
as exceptional those risks attributable 
to organized hostilities—not merely 
those attributable to votes of the Sen- 
ate and House. Insurer and insured 
are concerned with bullets, not ballots. 
And they regard the risks of battles, 
as different from the risks of brawls. 
Where the fray has become a far- 
ranging set of battles it is what they 
would, and therefore an interpreting 
court should, regard as a war.” 

The plaintiffs relied on a double ar- 
gument: First, that the word “war” is 
ambiguous and because of that the 
court should hold against the insur- 
ance company, as author of the policy, 
the construction least favorable to it. 
Second, that unless courts take as 
their standards the existence or ab- 
sence of a formal declaration of Con- 
gress, judges will have no way of 
knowing when hostilities have reached 
such size, severity, and substance as 
to warrant a court in concluding that 
there is a “war.” 

However, Judge Wyzanski said that 


“no unsophisticated mind would ques- 
tion whether there was a war in Korea 
in 1952. None would doubt that the 
risks were of the type characteristic of 
a belligerent status. None would doubt 
that the purpose of the exculpatory 
clause, whatever it was, applied to 
this large-scale, organized military ex- 
pedition.” 

Judge Wyzanski also dismissed the 
alleged difficulty that a court would 
have in determining whether a war 
existed in the absence of a declara- 
tion by Congress saying, “Surely, it is 
not more difficult for a court to deter- 
mine whether the United States is 
de facto at war than to determine 
whether a country without a constitu- 
tion or a formal method of declaring 
itself is at war.” 

Saying that the conclusion was in- 
evitable that the insured, under the 
one policy was killed while in the 
forces of the United States during a 
period when the country was a “coun- 
try at war,” Judge Wyzanski pointed 
out that under the second policy it 
would not even be necessary to find 
that the United States was at war, 
since it is even clearer that the in- 
sured’s death occurred “as a result 


of an act of war,” and in that case it 
would be quite enough to find that 
either North Korea or South Korea 
was at war “and those two powers 
were surely in a belligerent status.” 

Following is a list of decisions for 
and against the companies on the sta- 
tus of Korean hostilities as “war”: 

In these cases the Korean conflict 
was held to be war: : 

1. Langlas vs. Iowa Life, 63 N.W.2d 
885 (Iowa Sup. Ct. - 4/7/54). This 
was a suit for double indemnity. 

2. Western Reserve Life vs. Mea- 
dows, 261 S.W. 2d 554 (Texas), cert. 
denied U.S. Sup. Ct. - 3/15/54. This 
was also a suit for double indemnity. 

3. Sobierej vs. Prudential, (Ohio Ct. 
of Com Pleas for Cuyahoga Co.) This 
suit was for double indemnity and de- 
cided 5/27/54. 

4. Gagliormella vs Metropolitan 
Life, (U.S. Dist. Ct., Mass.) 

5. Lynch vs. National Life & Acci- 
dent, (Mo. Cir. Ct. for St. Louis - 
4/26/54). Suit was for a benefit cov- 
ering loss of a leg. This was an appeal 
and trial de novo from magistrate 
court and may be further appealed. 

6. Podos vs. Equitable Society, (U.S. 

(CONTINUED ON PAGE 14) 
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An Even Lower Cost, More Flexible 
Mortgage Redemption Plan 


LNL’s new Mortgage Redemption Plan of- 
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fers many advantages to clients and agents 
alike. A rider that can be added to almost 
any basic contract, this new mortgage plan is 
a flexible package which can cover two or 
more needs. Its low cost is the result of level 
premiums which are payable for only 80% 
of the rider’s protection period. And three- 
fourths of the plan’s initial protection can be 
provided by the low-cost rider. 

This highly flexible, low cost, multiple 
purpose Mortgage Redemption package is 
another reason for our proud claim that LNL 


is geared to help its field men. 


Lincoln National 
Life Insurance Company 


Fort Wayne, Indiana 






Its Name Indicates 
Its Character 
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Aetna Life Winds Up 
Regionals with Two 
at White Sulphur 


Aetna Life wound up its 1954 re- 
gional conferences with the final two 
of four meetings held at White Sulphur 
Springs, W. Va., on successive days. 
The first business session was opened 
by Donald E. Hanson, director of agen- 
cies, who honored eight members of 
the regionnaires’ Old Guard for qual- 
ifying for membership in each of the 
26 years since the corps was estab- 
lished. 

Other speakers included Vice-pres- 
ident Robert B. Coolidge; Ray E. 
Goewey, general agent at Springfield, 
Mass.; Edwin S. Ehlers, supervisor at 
South Bend, Ind.; and these agents: 
G. W. Manhold, Newark; M. Dan Siler, 
Grand Rapids; Harold A. Aubry, 
Toledo, and George Azar, Jr. 

Featured were panel discussions on 
corporate dollar and personal life in- 
surance programs, participants includ- 
ing Clyde Sisson, Columbia, S. C., 





Carleton Chapin, Scranton; H. J. Mc- 
Laurin, Detroit; Charles Greeley, Des 
Moines; Max D. Shriver, St. Paul; 
Bryant Rich, St. Louis; Kenneth Fell- 
in, Williamsport; Charles E. Shepard, 
Hartford; Maurice Zeiger, Detroit; Wil- 
liam G. Adams, Toledo; Malcolm 
Starke, Grand Rapids; G. Albert Law- 
ton, New Haven; John Adair, Phila- 
delphia; Edward L. Davis, Boston, and 
Seymour Berman, Chicago. 





Gulf Drive Honors Hamrick 


Agents of Gulf Life produced more 
than $10 million in 10 days in a sur- 
prise sales campaign honoring Agency 
Vice-president W. J. Hamrick, it was 
announced at the company’s annual 
managers’ conference. The drive, the 
most successful in Gulf’s history, ex- 
ceeded by 50% any similar one. 

Mr. Hamrick declared that insurance 
in force increased $31 million in the 
first six months of this year to a total 
of $724,267,259. 





Barrett Opens Own Office 

Wendell Barrett, one-time general 
agent of Provident Mutual in Indiana- 
polis, has established his own office 
there as a first-line broker for New 
England Mutual. 
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“Best Seller’... 


Because It’s Competitive 


Colonial Life’s New Preferred Ordinary Life Policy 
is that type of contract. Issued in minimum 
amounts of $10,000. Annual premium 
rates per $1,000 are as follows: 

Age 25 — $14.58 
Age 30 — $16.97 
Age 35 — $20.16 


AN IDEAL CONTRACT FOR THE EXECUTIVE 


THE COLONIAL LIFE 


of America 


Those who look ahead see Colonial 


COMPANY 


East Orange, N. J. 























New Chief of NAIC 
Securities Unit Has 
Had Wide Experience 


NEW YORK—Harry L. Severson, 
whose appointment as executive secre- 
tary of the committee on valuation of 
securities of National Assn. of Insur- 
ance Commissioners was briefly re- 
ported in last week’s issue, has had ex- 
tensive experience in the type of ac- 
tivity he will be supervising in his new 
post. After teaching in various colleges, 
Mr. Severson was for nine years with 
the Federal Deposit Insurance Corp. at 
Washington, where he started in the 
division of research and statistics. He 
organized and administered for a num- 
ber of years the security unit, the func- 
tion of which was to advise with fed- 
eral bank examiners on banks’ invest- 
ments and valuation of these invest- 
ments. For 1% years he was assistant 
chief of the division of research and 
statistics of which the securities unit 
is a part. 

Mr. Severson left in 1946 to go to 
New York with Bankers Trust Co.’s 
development department. The follow- 
ing year he went to Dun & Bradstreet’s 
municipal service department. Three 
years later he returned to Washington 
in the housing and home financing 
agency. During the Korean war he was 
with the office of price stabilization 
and the defense production adminis- 
tration. For the past year he has been 
economist of American Pharmaceutical 
Manufacturers Assn. 

While at the FDIC he was loaned to 
the committee on municipal obligations 
of the National Assn. of Supervisors of 
state banks. He was the author of the 
section on municipal credit analysis in 
a widely distributed report. He has also 














find their way alone. 
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mh LIBERTY LIFE: LIBERTY LIFE: LIBERTY LIFE 


AIDS TO SUCCESS 


At Liberty Life, a rate book and application 
forms are only the beginning, and never the 
end, in equipping our agents for their careers. 


It takes more. And the Company supplements the 
basic tools of selling with the kind of training that 
gives our representatives a head start toward success. 


Fundamental courses, and then advanced training, 
are part of a coordinated program to help Liberty Life 
. representatives prepare themselves to render a superior 
. type of service. Up-to-date marketing tools are also 
available. These include specially prepared sales fold- 
ers and other visual aids for graphic presentations of 
Liberty Life’s flexible “Financial Freedom” plans. 


We look at it this way: The success of our represen- 
tatives is a two-way proposition; they never have to 


LIBERTY LIFE 


INSURANCE COMPANY 


GREENVILLE, SOUTH CAROLINA 
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written a number of articles for finan. 
cial publications. 

Mr. Severson is a graduate of Uni- 
versity of Minnesota and received his 
M.A. degree in business administration 
at University of Chicago. He taught 
five years at Mississippi State college 
and one year at St. Thomas college in 
St. Paul. He was assistant professor of 
economics at Indiana University and 
for two years was head of the econom- 
ics department of the University of 
Omaha before going to the FDIC. 


AMA President Advocates 
Standard Fee Schedules 


Regional standard fee schedules, 
which would acquaint the public with 
“appropriate values for professional 
services” was suggested to the Ameri- 
can Medical Assn. at its San Francisco 
convention by Dr. Edward J. McCor- 
mick of Toledo, O., outgoing president. 

Such a plan, said Dr. McCormick, 
would benefit the public, policyholders 
and underwriters, permitting the com- 
panies to set up definite schedules of 
benefits and establish the degree to 
which the policyholder might have to 
supplement his insurance. “The time 
has passed when the medical profes- 
sion can predicate a fee on the basis 
of a patient’s salary, or whether he is 
in a private room or ward or lives on 
the hill or a more modest residential 
district,” the doctor said. 

A proposal by the New York State 
Medical Society to amend the AMA’s 
code of ethics, which would in effect 
“shut out” doctors under contract on 
“closed panels”, such as the Kaiser 
Foundation plan in California, started 
a dispute which enlivened the pro- 
ceedings. There was considerable dis- 
cussion on the meaning of “freedom of 
choice” in selection of doctors by pa- 
tients. 
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AgH Bureau’s Board 
OKs Public Relations 
Plun, Practices Code 


NEW YORK—The Bureau of A&H 
Underwriters’ governing committee 
has voted to approve in principle and 
generally to endorse a broad public 
relations program and code of prac- 
tices, subject to ratification by the 
membership at the annual meeting in 
September. 

Emphasis is on performance rather 
than publicity. The bureau calls the 
project “a planned program of policies 
and conduct that will build public 
confidence and increase public under- 
standing.’ The program is said to be 
“declaratory of the good reputation of 
the member companies” and by no 
means to be looked upon as a publicity 
campaign “or a whitewash of any un- 
conscionable practices which may exist 
within the business.” 

Besides spreading the gospel of pri- 
vate A&H insurance protection the 
program will constantly seek, by de- 
tailed study, to bring about still further 
improvement in A&H coverages, poli- 
cies, and practices. 

A key part of the program, the code 
of practices, serves to establish the 
companies’ philosophy as working for 
the best interests of the public and to 
provide sound protection against loss 
of income and cost of treatment. The 
code would become a condition of 
membership in the organization. 
Stressing the insured’s needs as the 
guiding rule, the code recognizes that 
A&H fills a necessary, important, and 
increasing economic need. It calls for 
the careful weighing of policy cover- 
ages, practices, and the selection and 
training of agents on the basis of the 
insurance need for “a product of in- 
herent and potential real value.” 

The code further stipulates as a 
condition of membership the avoid- 
ance of sales methods, advertising, or 
other practices tending to degrade the 
A&H business or creating false impres- 
sions as to policy coverage or services. 
It specifically enjoins companies 
against putting undue emphasis on in- 
creased production of new business 
without regard for its permanency, 
against offering policies that are not 
expressed in as clear and direct terms 
as possible, or which contain unrea- 
sonable exclusions or limitations to the 
» verage, against failing to adequately 

underwrite the business, against fail- 

Ing to pay all just claims fairly and 

Promptly, and against failing to accept 

the general concept that the right of 

the company to discontinue or refuse 


to renew the coverage shall not be 
abused. 


e e e 


_The entire subject of a public rela- 
tions program and a code of practices 
has been actively under consideration 
by the bureau since May 15, 1953, 
When a special committee was appoint- 
ed to discuss the formation of such a 
Program. On Nov. 24 the committee 
recommended an outline for a public 
relations program for A&H insurance 
- made specific recommendations 
i ee the code of practices out- 
4ined in the program. Thereafter the 
Proposed code was reviewed with re- 
spect to its enforcement and to be cer- 
lain there were no infractions of the 
Pea laws inherent in the pro- 


On Feb. 5 the program was sent to 


oo 


: 


member companies for their prelim- 
inary review and comment. Assuming 
ratification by the bureau members in 
September, it is anticipated that others 
in the A&H business will be invited 
to participate in the program, subject 
to adherence to the code of practices. 





Says Poll on NALU Home 
Should Ignore Votes 
in Rival Cities’ Orbits 
Contending that the question of the 
future location of the National Assn. 
of Life Underwriters headquarters 
should be freed from possible bias on 
the part of local associations that would 
be influenced by sectional pride, Wil- 
liam G. Preston of the Montana Life 
Underwriters Assn. suggests that “this 
question can be more fairly resolved 
by putting it to a vote of the members 
of the associations which are not di- 
rectly involved.” 


e e e 


Mr. Preston, who is manager of 
Northwestern National Life at Great 
Falls, was chairman of the committee 
appointed to make recommendations to 
the Montana association with respect to 
the selection of national headquarters. 
In writing to THE NATIONAL UNDER- 
WRITER on the editorial in the June 18 
issue, “Avoid Compromise on NALU’s 
Home,” he said, in part: 

“It is easy to understand the natural 
civic pride and enthusiasm which in- 
spires much of the action of the Chi- 
cago and New York associations. We 
could even give you some arguments as 
to why Great Falls, Mont., would be a 
wonderful place in which to locate the 
national headquarters. However, I 
certainly would not propose that we 
enter the race at this time but would 
defer to the good judgment of the 
committee selected to do this job for 
us.” 

Suggesting that the question be re- 
solved by a vote of member associa- 
tions not directly involved, Mr. Pres- 
ton’s letter continues: 

“We doubt that the members of 
either New York, Chicago, or Wash- 
ington are capable of making any un- 
biased decision which would be with- 
out prejudice or natural civic pride. 
Therefore, we feel that the indication 
of the Washington sentiment is not the 
result of a compromise between New 
York and Chicago but rather a very 
real feeling on the part of those of us 
who are away from the actual scene of 
battle that, everything considered, the 
committee selected for this purpose is 
in a far better position to make proper 
recommendations than are any of the 
rest of us who either do not know just 
what is going on or who cannot view 
the whole matter without bias. 

“We certainly hope that this ques- 
tion can be resolved at the coming 
national convention so that there will 
be no bitterness or recriminations. 


“I pass this feeling on to you as an 
expression of one individual member 
of the association and in no official 
capacity whatever. However, I feel 
quite confident that I fairly reflect the 
feeling of our state association in this 
respect and that this is a feeling that 
you will find very generally throughout 
most of the country where personal 
pride and prejudice have not entered 
the picture. 

“We think you are doing a splendid 
service in presenting all sides of this 
subject so completely.” 





2 Companies Join A&H Bureau 


Metropolitan Life and Industrial Life 
of Quebec have been elected members 
of Bureau of A&H Underwriters. Met- 
tropolitan was a member of the bureau 
from 1921 to 1944. The new additions 
bring bureau membership to 91 com- 
panies. These companies have an A&H 
premium volume of $1,113,249,000, ap- 
proximately half of the entire volume 
of A&H insurance. 



































aces 


Every company has its aces... its crackerjacks... 
its star producers. And similarly, every company has its 
agents... the men who are regular, consistent producers 
with few peaks or valleys...and no slumps. They are 
the men who offset the peaks and valleys of the aces. 
We have our share of both... bless ‘em... because both 
are important to the steady growth of a company. 

Today, it is important to have a good number 
of aces and agents in the field...and we're happy to 
say we have succeeded. Over the past few years, the 
Capitol Life has developed a field force made up of 
consistent, high quality producers... aces and agents 
alike. To do this, we have had to set high standards for 
new men as well as the present field force. If you can 
meet these company standards, we can help assure your 
success in the business. Because, when you join the 
Capitol Life, you will enjoy better than average first 
year commissions, liberal bonuses, effective sales train- 
ing, and an attractive company pension plan. You will 
also enjoy the use of proven sales aids in selling com- 
petitive and exclusive contracts. This combined with an 
intimate, helpful relationship with the Home Office, will 
return the success you have a right to expect. Just ask 
any Capitol Life representative. 
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Yellow Journalism and The N.Y. Laws 


The evils brought to light by the 
Armstrong investigation of almost half 
a century ago have so long been as- 
sumed by those in the business to have 
been real bad, 100%, no-fooling evils 
that it comes as a sort of shock to find 
a novelist treating them as having been 
quite largely pumped up by sensation- 
mongering newspapers seeking some- 
thing new with which to astound the 
peasantry. 

Unquestionably there was more than 
a modicum of monkey-business going 
on among some companies. Yet the 
viewpoint expressed by Author James 
Playsted in The Beckoning Hill makes 
one wonder how the course of life in- 
surance history might have differed 
if the Armstrong investigation had oc- 
curred at a time when it did not mesh 
in so neatly with the newly developed 
disease of yellow journalism. 

Author Playsted, who is an adver- 
tising man as well as a fiction writer, 
indicates that the Armstrong furor was 
in large measure whooped up by the 
yellow press and Charles Evans 
Hughes, who is pictured as a “relent- 
less” and “ruthless” man with “dawn- 
ing political ambition.” 

Hero of The Beckoning Hill is the 
editor of an insurance newspaper and 
also a publicity writer for a life com- 
pany, who declares that the investiga- 
tion was shouted for by “a few who’d 
risk anything in the battle for circula- 
tion and journalistic power, and they’d 
about worn out the beef trust, the sug- 
ar trust, the whisky ring, and New 
York Central, and their other favorite 
targets.” 

Chivvied by the New York World, 
“the state legislature at Albany was 


being forced, however reluctantly, and 
in the face of pressure against it by all 
the insurance interests, to take offi- 
cial cognizance.” 

Of the investigation itself, the author 
says: “From the beginning it had been 
a holocaust, and the merciless destruc- 
tion was still raging. The disclosures 
had been sickening and marvelously 
entertaining. The yellow press was 
hugging itself in an ecstasy of moral 
indignation—and skyrocketing circula- 
tion. There was no war. It was not an 
election year. The Armstrong investi- 
gation was a front-page gift, good, 
week after week, for banner heads and 
boxed editorials on civic virtue and the 
abuse of public trust ...The insurance 
companies had wasted policyholders’ 
money. That was irrefutable now... 
The presumption was that every wit- 
ness was guilty. All that remained was 
to determine the extent of his guilt.” 

When he takes the stand as a wit- 
ness, the editor has this to say: “I 
have tried to defend a socially useful 
institution against attempts to destroy 
it, and men of integrity against unfair 
insinuations, malicious slander by the 
sensational press, mis-interpretation of 
actions taken in good faith, and public 
condemnation by the inexpert and un- 
informed.” 

Perhaps the life insurance business 
has the yellow press to thank for much 
of the harshness that still persists in 
the so-called Armstrong laws that were 
enacted after the committee’s disclos- 
ures. Who can say to what extent 
these laws were a reaction to the public 
hysteria rather than being a necessary 
preventive to the repetition of such 
evils as were disclosed? 


Council Should Have a Free Hand 


With the issuance of the booklet 
distributed by the New York City 
Assn. of Life Underwriters and New 
York State Assn. of Life Underwriters 
to the various local and state associa- 
tions, the evidence in behalf of all the 
proposed areas for location of National 
Assn. of Life Underwriters headquart- 
ers seems to be in the hands of the 
jury. 

The written presentations that have 
been made on behalf of the four prin- 
cipal contenders are carefully thought 
out and undoubtedly represent the best 
efforts that the respective proponents 
could assemble. 

However, in spite of the great 


amount of evidence submitted to the 
local and state associations—or per- 
haps because of it—there is danger 
that some of the votes that have been 
cast in NALU’s preference poll were 
not particularly well considered. For 
example, one sizable association that 
went to a great deal of trouble to have 
the evidence studied and analyzed 
voted for Washington almost entirely 
on the strength of its belief that the 
NALU committee on location had voted 
unanimously in favor of Washington. 
Actually, the NALU location commit- 
tee expressed no preference at all as 
between New York, Chicago, and 
Washington when it made its report at 


the April,1953, NALU mid-year meet- 
ing, while at New Orleans last March 
the committee expressed a preference 
for Washington, but only by the small- 
est possible margin over New York. 

Using the preferential balloting 
system—three points for first choice, 
two points for second choice, and one 
point for third choice, the committee’s 
five members came up with the follow- 
ing vote: Washington 13, New York 
City 12, Chicago five. In other words, 
the committee was as nearly evenly 
divided as it would be possible for a 
five-man group to be. 

Incidents like this indicate why the 
national council members should go to 
Boston in September without having 
their hands tied too tightly by the ex- 
pressed preferences of the local asso- 
ciations they represent. It could well 
be that as a result of discussion and de- 
bate in the national council the loca- 
tion question will be viewed in a dif- 
ferent light from the way it currently 
appears. There could be quite a lot of 
shifting around. 

It seems apparent that the national 
council holds the key to where NALU’s 
permanent home will be located. True, 


the board of trustees has the fina] say © 
and technically is fully empowered to © 
ignore the council’s recommendations, 
Nevertheless, the trustees have shown | 
themselves more than willing to lend | 
an ear to the council’s preferences, | | 
seems unlikely that the board would go | 
against any kind of definitely express. © 
ed preference of the council. 
It would indeed be a pity if the boarg 
of trustees, in making the final choice — 
on NALU’s new home, were to fee] 
constrained to follow a national coun. — 
cil mandate based upon votes dictateg 
by back-home choices predicated upon 
inadequate or inaccurate study of the 
merits of each of the locations in ques. 
tion. One possible remedy for such a 
situation might be for the trustees to 
ask the national council’s members © 
how they would vote if they were act- | 
ing as free representatives of their re- 
spective associations and were not ob- 
ligated to follow the preference poll 
ballots sent in earlier. But by far the 
best method would be for local associ- 
ations to leave their delegates free to 
act as seems best rather than being 
irrevocably bound to a predetermined 
choice. q 
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PERSONAL SIDE OF- THE BUSINESS 





Shown here is Jack White, manager 
of Prudential at Los Angeles, who is 
being backed by 
both Los Angeles 
and California 
Assns. of Life Un- 
derwriters for 
trustee of NALU. 
Mr. White, whose 
candidacy  origi- 
nally was reported 
in the June 25 is- 
sue, began associa- 
tion activity when 
he entered life in- 
surance at Los An- 
geles in 1931. He 
has served in numerous association 
activities there, advancing to president 
in 1952-1953. He is a past LUTC in- 
structor, a past president of Los Ange- 
les CLU chapter and has served as a 
director of Life Managers Assn. of Los 
Angeles. Present at many NALU mid- 
year and annual conventions over the 
past ten years, Mr. White last year 
was chairman of the western area for 
its membership committee. 

After three years as a Prudential 
agent, Mr. White was promoted to as- 
sistant manager and in 1940 to mana- 
ger of his own agency. He received his 
CLU in 1935 and his agency manage- 
ment certificate in 1942. He is a grad- 
uate of LIAMA management schools in 
1936 and in 1948. His agency in 1951 
and 1952 was awarded the Prudential 
vice-president’s trophy and the presi- 





Jack White 


dent’s citation for placing third among 
all agencies in new paid business and 
annual ordinary net increase. He is a 
graduate of the University of Califor- 
nia at Los Angeles and a veteran of the 
last war. 


Solomon Huber, a general agent at 
New York City for Mutual Benefit 
Life, and Mrs. Huber left July 6 on a 
flight to London, where Mr. Huber will 
meet with Sir Brian Mountain, insur- 
ance leader, on printing methods and 
costs to determine if it would be feas- 
ible to have Huber publications printed 
abroad and shipped to this country. 
Following a four-week stay in the Brit- 
ish Isles, the Hubers will stay a week 
in France. 


M. Dickstein, president of New Jer- © 
sey Life Associates, Newark, and state 
agent of Crown Life, won the presi- 
dent’s cup with a total of $14 million 
in paid business. New Jersey Life As- 
sociates accounted for $6 million and 
Mr. Dickstein’s two Canadian agencies 
accounted for $8 million. Home office , 
executives will join the Newark agency 
force in celebrating the achievement 
Sept. 15. 


Vincent B. Coffin has been elected 
vice-president of Wesleyan University’s 
board of trustees and Frank H. Wen- 
ner, has been elected by the alumni as- 
sociation, of which he is also a past 
chairman, a member of Wesleyan’s 
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d of trustees. Both are with Con- 
necticut Mutual, Mr. Coffin being seni- 
or vice-president and Mr. Wenner gen- 
eral agent in Utica. Mr. Coffin served 
as chairman of the Wesleyan Alumni 

_ in 1943 and was an alumni rep- 
resentative on the board from 1944 to 
1949. For the last year he has been a 
member of the faculty and curriculum 
committee of the board and is on the 
executive committee of the Wesleyan 
development fund. 

Along with the story in the June 11 
jssue reporting the candidacy of Walter 

an R. Hoefflin for 
NALU trustee 
there mistakenly 
appeared a picture 
of his son, W. R. 
Hoefflin, Jr. Mr. 
Hoefflin has been 
endorsed for the 
NALU post by 
both Washington 
and Oregon Assns. 
of Life Underwrit- 
ers as well as sev- 
eral local associa- 
tions of agents, 
managers and CLUs. 

Starting in the business in 1905 as an 
agent for Connecticut Mutual at Min- 
neapolis, Mr. Hoefflin later served as 
Los Angeles general agent from 1914 to 
1921. He then went with Pacific Mutual 
Life as assistant manager in Los Ange- 
les, serving until 1930 when he was 
promoted to supervisor of agencies at 
the home office. He returned to the 
field in 1944 as Pacific Mutual Life 
general agent in Seattle, serving until 
1953 when he returned to personal pro- 
duction. He now holds the title general 
agent emeritus. 

A member of NALU since 1914, Mr. 
Hoefflin has served in several official 
positions both at the local and national 
level. He also is a past president of 
Seattle Life Managers Assn. and 
Seattle A & H Assn. 

Willis J. Milner, Jr., vice-president of 
Life of Virginia, was one of the lec- 
turers in the University of Virgina’s 
current graduate laboratory course in 
family financial security education. 





Walter R. Hoefflin 


Miss Georgiana T. McConnell, cash- 
ier of Provident Life & Accident at 
Nashville, took part in the all woman 
transcontinental air race from Long 
Beach, Cal., to Knoxville, Tenn. 

George E. Hopkins, new group re- 
gional manager for 
Massachusetts Mu- “ 
tual in the eastern 
regional compris- 
ing the middle At- 
lantic states, join- 
ed the company at 
Springfield as dis- 
trict group man- 
ager, and in 1952 
was named assist- 
ant director of 
group sales. He 
will have his head- 
quarters at New York City. He is a 
veteran. 


J. McCall Hughes, vice-president and 
controller of Mutual of New York, has 
been elected president of Controller- 
ship Foundation, Inc., the research arm 
of Controllers Institute of America. The 
appointment is effective Sept. 1. Mr. 
Hughes has been a trustee of the foun- 
dation since 1952 and during the past 
year served as vice-president and 
chairman of the research executive 
committee. He is also a national direc- 
tor of the institute and has been chair- 
thy its national admissions com- 





George E. Hopkins 


Paul H. Conway, general agent for 
John Hancock at Syracuse, has receiv- 


ed an honorary degree in civil engi- 
neering from Rensselaer Polytechnic 
Institute “in recognition of his applica- 
tion of engineering training to complex 
phases of business and to civic services 
of a high order.” He was a member of 
the 1916 class at Rensselaer. 


H. Bruce Palmer, president of Mutual 
Benefit Life, has been appointed a 
member of the general management 
planning council of American Manage- 
ment Assn. The council plans the asso- 
ciation’s conferences, seminars and 
other activities. 


DEATHS 


FERDINAND A. BARTLETT, 68, 
Milwaukee, a retired agent for North- 
western Mutual Life and a leading pro- 
ducer for the former Stamm general 
agency, died of a heart ailment at Fish 
Creek, Wis., where he was living at his 
summer place. He retired about three 
years ago after selling insurance since 
1925. He was the father of Tommy 
Bartlett, widely known radio and TV 
star. 











LUTHER E. HANCOCK, a former 
district superintendent in western Ken- 
tucky for Prudential, who retired in 
1937 after 27 years with the company, 
died at his home in St. Petersburg, Fla. 


MAJ. PHILLIP L. VENABLE, 32, 
Northwestern Mutual Life, Beloit, Wis., 
was killed in the crash of his navy 
Cougar jet fighter plane near the Glen- 
view naval air station northwest of 
Chicago. He had started a two-week 
training course at Glenview a few days 
earlier. 


ROBERT R. DENNY, 75, for many 
years manager of Travelers at Los An- 
geles before his retirement, died at his 
home in San Gabriel, Cal. Mr. Denny 
was one of the pioneer life general 
agents in Los Angeles, first having 
been with Missouri State Life. He was 
a former president of Los Angeles Life 
Underwriters Assn. 


MARIE TRENTMAN, wife of W. H. 
Trentman, executive vice-president of 
Occidental Life of North Carolina, died 
from injuries sustained in an automo- 
bile accident near Statesville, N. C. 


WILLARD E. KING, 77, secretary- 
treasurer and superintendent of agen- 
cies of the old Agricultural Life when 
it had home offices at Bay City, Mich., 
died in Detroit. He was with Agricul- 
tural from 1904 to 1928. 


HAZEL S. PUTNEY, wife of Presi- 
dent W. W. Putney of Midwest Life of 
Nebraska and daughter of the late N. 
Z. Snell, founder of the company, died 
in Lincoln, Neb., at age 64. 


WILLIAM F. LANGLEY, 72, who 
was Chattanooga agent of Equitable 
Society for 30 years before his retire- 
ment, died there. 

A. WESLEY STEER, 48, general 
agent for New England Mutual at 
Parkersburg, W. Va., died at his home 
there. 








Daniels to Republic Nat'l 


Jack F. Daniels has been named to 
the home office underwriting staff of 
Republic National Life. 

Mr. Daniels formerly was chief un- 
derwriter for Equitable Reserve, 
Neenah, Wis., fraternal. He entered in- 
surance with Prudential in 1940, going 
with Equitable Reserve in 1947. He 
served in the last war. 





MEMBERS OF THE Million Dollar Round Table profile panel, who partici- 
pated in the Coronado, Cal., meeting, are, from left, O. Alfred Granum, North- 
western Mutual, Amery, Wis.; C. H. Killen, New York Life, San Antonio; Rich- 
ard W. Campbell, Fidelity Mutual, Altoona, Pa.; Harold G. Horn, Business Men’s 
Assurance, Portland, Ore., and William T. Earls, Mutual Benefit Life, Cincinnati. 














° Perry Logan, formerly brokerage su- Levey agency of Manhattan Life, Bev- 
pervisor for Continental Assurance at erly Hills, Cal., as manager of the 
Los Angeles, has joined the Schloen- brokerage department. 


Wyo Salule... 


OUR GENERAL AGENT 
W. Harold Brokaw 


South Bend, Indiana 

















eginning his career as a life underwriter 
with The Ohio National in 1943, Harold 

Brokaw lost no time in making the most 
of his opportunities to forge ahead in the life 
insurance business. In quick order he was pro- 
moted to District Manager and then to Super- 
visor in our Central Division. Appointed Gen- 
eral Agent in South Bend four years ago, he 
has been doing a fine job in agency building 
as evidenced by the high ranking of the Brokaw 
Agency among our 15 leading agencies for the 
past two years. 


THE OHIO NATIONAL 
LIFE INSURANCE CO. 
Cincinnati 
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; American Life, who died in May, left i ’ ance in force past the $200 milli 
Rusch to N. Y. Regional an estate valued at $522,962, according American Bankers, Tex., mark. June production was 20% pe 


Office for Prudential 


Clement B. Rusch, Buffalo manager 
of Prudential, has been named associ- 
ate director of the upstate New York 
region at Rochester. He will be asso- 
ciated with Charles J. Tiensch, di- 
rector of agencies, in supervising 29 
districts and 47 branch offices in the 
region. 

Mr. Rusch joined Prudential in 1928 
as an agent at Buffalo, later was staff 
manager at Rochester and Lyons, N. Y., 
and in 1945 was named to the post he 
now vacates. 

Charles Holmberg has been appoint- 
ed supervisor at Rochester. He has 
been in a similar capacity at Milwau- 
kee. 


Minneapolis CLUs Elect 


Minneapolis CLU chapter has elected 
Frank J. Lynch, Connecticut Mutual 
Life, president; Bradford F. Finch, 
State Mutual Life, and Francis L. 
Lund, New England Mutual, vice- 
presidents; Hal S. McIntyre, treasurer, 
and Miles W. McNally, Massachusetts 
Mutual, secretary. 


Walter Head Estate Tops $500,000 
Walter W. Head, founder and former 
president and chairman of General 








to an inventory filed in probate court 
at St. Louis. Nearly half of the assets 
were represented by life insurance. The 
bulk of the estate was left in trust for 
a daughter. 


Provident Mutual Writes 


New Juvenile Policy 


Provident Mutual Life has intro- 
duced a new juvenile policy, the Prov- 
ident estate builder. Issued at ages 0 to 
14 on the life full-paid at age 65 plan. 
The provisions of the policy provide 
that the basic face amount multiplies 
itself five times when insured reaches 
Bi. 

For New York state, because of 
statutory regulations, a modified pol- 
icy has also been prepared which pro- 
vides for return of premiums in event 
death occurs before insured is 10. the 
regular policy is issued at ages 5 to 
14 and the return premium policy is 
issued at ages 0 to 9. 








Atlantic LIAMA Grads to Meet 


Atlantic Alumni Assn. of the schools 
in agency management of LIAMA has 
scheduled its annual conference for 
Oct. 21-22 at Rye, N. Y. Theme will 
be “Are You Keeping Pace” 
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as mutual” 


There is a mutual feeling of confidence and respect 
between American United Life’s agency department and 
its field force. It is the result ofa simple matter of attitude. 


Agency brass hats are respected by the field, be- 
cause they are successful life insurance men, right off 
the firing line. On the other hand, ideas and suggestions 
from the field are encouraged and acted upon by the 
agency brass, because they know that no one group has 
a copyright on ideas. Agency people get out and call on 
the field—and they listen as well as talk. 


This attitude has opened up a two-way street of 
sound sales ideas, built on a harmonious relationship 
based on mutual appreciation of abilities and has resulted 
in new records of quality business for American United 


Assets over $100 mill’ons, insurance in force over $550 millions 
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Buys Stock of Eastern, N.C. 


All of the stock of Eastern Ins. Co. of 
Charlotte, N. C., has been acquired by 
American Bankers of Texas. Eastern 
was organized in 1952 as an A&H com- 
pany with paid-in capital and surplus 
of $150,000. Premium income in 1953 
was $958,000 and current premium in- 
come is on a basis of $2 million an- 
nually. The company operates only in 
North Carolina. 

Eastern was organized by C. C. 
Bradley and associates. Mr. Bradley 
before organizing the company was a 
vice-president of Reserve Life of Tex- 
as. He also at one time was with 
Bankers Life & Casualty. 

Mr. Bradley has announced plans for 
immediate organization of another 
company in an adjacent state. 





Stewart Succeeds Durham 


Ralph A. Stewart, with the Muncie 
agency of hio ae 
State Life since 
1945, has been pro- 
moted to general 
agent there. He 
succeeds Norman 
K. Durham who 
resigned to devote 
more time to per- 
sonal production. 

Mr. Stewart, a 
veteran of the last 
war, is immediate 
past president of 
East-Central Indi- 
ana Assn: of Life 
Underwriters. He 
has qualified for Ohio State Life’s lead- 
ing producers’ clubs every year since 
joining the company. 





Ralph A. Stewart 





June Best for Federal, Ill. 


Federal Life’s new business in June 
of more than $6 million pushed insur- 


Pattern of 
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ffeinsurance 


MODERN INSURANCE — 


THE AGENT, and back of him 
THE COMPANY, and behind it 
THE REINSURER 


Combining to establish 
SCOPE 
CAPACITY 
FLEXIBILITY 
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KANSAS CITY 
SAN FRANCISCO 


than the new business produced dur. 
ing any other single month and brought 
insurance in force to $201,418,121. 

The company traditionally stages a 
special campaign during June in honor 
of its president, L. D. Cavanaugh. 





Tennessee Life Appoints 


Chapin Houston Manager 


Richard N. Chapin has been appoint- 
ed manager at Houston for Tennessee 
Life of that city. 

Formerly manager there for Phoenix 
Mutual Life, Mr. Chapin had been with 
that company since 1941, starting as an 
agent in Kansas City, Kan., and later 
serving as a home office supervisor in 
Cleveland, Detroit, Chicago, New York 
and Seattle. In 1948 he was made man- 
ager at Fort Wayne and went to Hous- 
ton two years later. Currently he is 
president of Houston General Agents 
& Managers Assn. 





Manufacturers Raises Limits 


Manufacturers Life has raised its 
retention limit for standard cases up 
to age 55 from $150,000 to $200,000. 
The company will retain at least $100,- 
000 on any acceptable risk regardless 
of rating or age. 





Occidental Promotes R. P. Ploughe 


Robert P. Ploughe has been named 
assistant regional group manager at 
San Diego for Occidental Life. He join- 
ed the company in the home office 
in 1951, two years later going to 
Fresno, Cal., in a group post. 





To Aid Heart Drive in Wis. 


Wisconsin Assn. of Life Underwrit- 
ers will act as recruit volunteers for 
the annual Heart Fund Drive in Wis- 
consin next February. It plans to ex- 
tend the campaign to every community 
with a population of 200 or more. 
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LEADER IN 
WORLD-WIDE LIFE 
INSURANCE and 
pioneer in employer- 
employee Group 
protection plans, the 
Sun Life of Canada 
gives unequalled 
service to the holders 
of nearly two million 
policies and Group 
certificates, from 
offices situated in 

| strategic key centers 
| around the globe. 
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FRATERNALS 


Royal Neighbors Holds 
Quadrennial in N. Y. 


Mrs. Frances L. Torkelson, Daven- 
port, Ia., supreme oracle, and Miss 
Margaret Walker, Rock Island, IIl., 
supreme recorder, were reelected by 
Royal Neighbors at the quadrennial na- 
tional convention in Buffalo, N. Y. 

Other officers are: Supreme direc- 
tors, Miss Anna B. Spangler, Denver; 








Miss Margaret Walker 


Mrs. F. L. Torkelson 
Mrs. Nelle A. Sexton, Spencer, Ia.; Mrs. 
Edna E. Walsh, Kansas City, and Mrs. 
Anna M. Cooley, Moline, Ill., all re- 
elected, and Mrs. Myrtle I. Gunderson, 
Lone Rock, Wis., who succeeded Mrs. 
Jessie L. Mitchell, Brighton, Mich., re- 
tired. . 

Supreme auditors, Mrs. Luella H. 
Ives, Minneapolis, Minn., reelected, and 
Mrs. Nora E. Danford, Renton, Wash., 
and Mrs. Jewell James, Mountain 
Grove, Mo., new members. Vacancies 
on the board of auditors were created 
when Mrs. Gunderson was elected a 
supreme director and by the retirement 
of Mrs. Nellie A. Mercier, Perryville, 
Mo. Mrs. Danford was formerly Wash- 
ington state supervisor and Mrs. James 
was formerly a district deputy. 

Approximately 300 persons, includ- 
ing delegates, officers, members of 
committees, state supervisors and em- 
ployes attended the convention. At- 
tendance at events of general interest 
ran much larger. 

Constructive measures for the ad- 
vancement of the society in the next 
four years were adopted. Amendments 
to the by-laws were also enacted. 
Highlights included a demonstration of 
ritualistic work, a banquet and a sight- 
seeing trip to Niagara Falls. 





Gleaner Holds Agency Rally 


Gleaner Life held its annual summer 
agency conference at Lake Maxin- 
kuckee, Ind. More than 50 representa- 
tives attended the three days of busi- 
ness meetings, with Russ Logan, Ohio 
State Life general agent at Blooming- 
ton, Ill. and B. C. Hallum, division 
manager of Independent Order of For- 
esters, as principal speakers. 





Klee to Royal League 


Raymond A. Klee, for three years an 
examiner in the Illinois insurance de- 
partment, has been appointed supreme 
scribe of Royal League. He succeeds 
C. J. Del Vecchio who died last month 
after serving in that office for 22 years. 
Miss Bessie Kunbanis has been named 
editor of the Royal League news letter. 








Wisconsin Life Names Nault 


Wisconsin Life has appointed Grant 
J. Nault general agent in north-eastern 
Wisconsin. He will have headquarters 
at Appleton. 
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“Let's face it, Gerald, this Bankerslifeman is not going to be put off!” 


Bankerslifemen Follow-up Prospects 


Even though the pictured situation is exaggerated, it does illustrate 
a serious point—Bankers/ifemen do follow-up on their prospects. 


From their earliest days in their agency offices, Bankers/ifemen are 
taught to follow-up prospects and to render them the type of sincere 
service which converts them from prospects to clients. They know 
what they have to offer and how it can be of value to their prospects. 


This follow-through with prospects to serve them well as clients 
is just one of the characteristics which make the typical Bankers/ife- 
men the kind of life underwriter you like to know as a friend, fellow 


worker or competitor. 
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The PACIFIC NATIONAL MAN IS 


» “SET FOR LIFE”. 
. : 


..-Or are you on the 
outside looking in? 


EN, Does your 
company pay your 
** retirement? Is the 
plan unlimited? 
"At Pacific National 
answer is yes!!! 














Write Kenneth W. Cring today about choice 
General Agency openings available with - - - 


PACIFIC NATIONAL LIFE ASSURANCE CO. 


411 East South Temple e¢ Salt Lake City, Utah 
Ray H. Peterson, Pres. © K. W. Cring, V.P. & Supt. of Agencies 
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Korean Conflict Was War, 
Mass. Federal Court Says 


agents’ benefit plan 


may be appealed. 

7. Stanbery vs. Aetna Life, 98 A. 2d 
134 (N. J. Super. Ct., Law Division - 
6/29/53). In this suit for double in- 


Dist. Ct. for So. Dist. of Cal., Cent. Div. demnity no appeal was taken. 


unde- 8. Weissman vs. Metropolitan Life, 


clared.” This suit for double indemnity 112 F. Supp. 420 (U.S. Dist. Ct., Cal. 


GREAT SOUTHERN 


Life Insurance Company 
Founded 1909 


¢ Houston, Texas 


ACCLAIMED AND 
PRAISED BY ITS 
AGENTS FOR 


® a program of 


nuous training 


@ a liberal commission 
schedule 

@ a complete line of 
policy contracts 


n-contributory 





- 5/20/53). This was a suit for double 
indemnity. No appeal was taken. 

9,. Gray vs. Southern Aid Life, 15 
CCH Life Cases 507 (Dist. of Col. Mun. 
Ct., - 6/5/52). The suit was for face 
amount. No appeal was taken. 

10. Tanner vs. Universal Life (Va. 
Cir. Ct. for Norfolk Co. - June, 1952). 
The suit for face amount was given an 
oral opinion and no appeal was taken. 

The following case held that the 
Korean conflict was not war. 

Beley vs. Pennsylvania Mutual Life, 
Harding vs. same, 373 Pa. 231, 270, 95 
A. 2d 202, 221, cert. denied U. S. Sup. 
Ct. - 10/12/53. The Beley case was for 
face amount and double indemnity; the 
latter for double indemnity only. 

The cases listed below are awaiting 
trial or decision. 

1. Carius vs. New York Life, (U. S. 
Dist. Ct. for So. Dist. of Ill., No. Div.). 
Suit for double indemnity was tried 
in March, 1954, and is awaiting de- 
cision. 

2. Smothers vs. National Life & Ac- 
cident (Kentucky Ct. of Jefferson Co.). 
For double indemnity. 

3. Gudeweiz vs. John Hancock, 
(Bristol Superior Court, Mass.). This 
suit is for double indemnity and all 
pleadings have been filed. 

4. Barskitus vs. Monumental Life, 
(Penna. Co. Ct. for Allegheny Co.) The 
suit is for face amount. “United Na- 
tions” war clause. Complaint and ans- 
wer filed. 

5. Everly vs. National Life (N.Y.C. 
Mun. Ct.). The suit is for double in- 
demnity. The complaint and answer 
have been filed. ° 

6. Domenico vs. John Hancock, 
(Sup. Ct., Oneida Co., N. Y.). Suit for 
double indemnity. 

7. Weigeshoff vs. John Hancock, 
(N. J. Dist. Ct. of Mercer Co.). The 
suit is for double indemnity. 





Schmidt Agency Open House 

More than 400 persons attended the 
open house held at the opening of the 
new offices of Schmidt agency of New 
England Mutual Life at 270 Madison 
avenue, New York City. 








Photo by Belair 


EARL PUTNAM 
President 
Canada Health & Accident 
Assurance Corporation 


300, 


are high. 





Today we are writing premiums at the rate of 
$3,000,000 per annum; our Home Office staff 
numbers almost 100, our Sales Force just over 


and we are growing BIGGER. 


SY witation Y a= 


Canadians who decide to return to their homeland from “across the border” 


will always receive a warm welcome at Canada Health and Accident; particularly 


if they are insurance men. 


Canada Health and Accident Assurance Corporation is one of the fastest 
growing companies in the Accident and Health industry. 
Our charter was granted by Act of the Canadian Parliament in 1945, our first 


policy was written in March 1946. 


Write to 


Opportunity Unlimited is our offer to the man 
who is ambitious, keen, hard-working and en- 
thusiastic. We have territories available across 
Canada. We have a complete kit of Accident and 
Health, loss of time, Non-Can, hospital, medical- 
surgical lines. We sell Group, Franchise, Individ- 
ual plans to meet every need. Our Commissions 


Home Office 


Should any Canadian returning home wish to 
hitch his wagon to a rising star, he can rise with 
it by joining Canada Health and Accident. 

We'd like to hear from Canadians contemplat- 
ing return. We can perhaps get together. 


EARL PUTNAM 


CANADA HEALTH & ACCIDENT 
Assurance Corporation 


President 


WATERLOO 
Canada 


Ontario 











Boston Mutual Life 


Honors Top Producers 


More than 100 field leaders of 
ton Mutual Life met at Wincheg eion in 
Mass., for a three-day convention hop ger that ty 

ce 










oring them for outstanding work. Th 
represented 18 of the company’s qj 
trict offices and included members 
the Centuryaire Honor Club, winn 
in the president’s trophy competiti 
and the entire Boston agency, whj 
led for meritorious performance ; 

































































1953. b 
President Everett H. Lane presente, ; — 
awards. Major awards went to Joseph At the s' 


White, manager of Boston distri 

Foster F. Allen, manager of the” » life owner 
em district. Salem led all agencies 13,500,000 - 
an average per-man basis in the annug 19,000 mas 
spring competition, producing mor ordi 
than $1 million combined new busine 
porto 2 = Salem was lea 

agent and also the company’s all-sts ; 
producer in 1953. — 





Goldstein Pension Plan 
Seminar to be Sept. 13-17 


Pension Planning Co. of New Yor 
will hold its annual advanced seming 
on pension and profit-sharing plan 
and employe benefit programs Sept. 
13-17. Chief moderator will be Meye 
M. Goldstein, founder and executive 
director of the company. 

_ The seminar is designed for excu. 
tives, investment firms and investment 
counsels, attorneys, accountants, in 
surance home office personnel, life 
agents, bank executives and manage 
ment engineers. 

The syllabus will include utilizing 
the new tax law to maximum advant. 
age, preparing for and carrying o 
collective bargaining on pensions and : 
social insurance, selecting the beg St. Louis é 
plan, choosing the financing methods W. Marsh 
determining the provisions of pension assistant 5 
plans, keeping costs at a minimun, a 
mending existing plans, correlating 
pensions with other plans of executive 
compensation, administering the plan 
and educating employes to the com. 
pany program. 


is vice-pre 
terson, Pa 


Opens | 
Travele1 
loan office 





College Annuity Fund Hits 
$10 Million Mark in Assets 


Assets of College Retirement Equi- 
ties Fund passed the $10 million mark 
at the end of its second year of opera 
tion, President R. McAllister Lloyd has 
announced. Assets now are $10,099,758 
compared with $2,870,193 on the fund’ 
first anniversary. 

for its second fiscal yea 
ending March 31, shows an increase it 
member institutions from 334 last yea 
to 432, and an increase in individua 
members from 11,202 to 15,676. 

Net assets rose in this period from 
$1,825,874 to $7,653,267. Dividend 
earned amounted to $192,442. After de 
ducting investment expense the avel- 
age dividend rate credited to part 
cipants for the full year was 4.3%. 
Thirteen individuals have reached re 
tirement age and are receiving annuit) 
payments. 

CREF certificate holders will star 
next fall to vote for separate repre 


oul: 


Say 









sentation on the fund’s board of trus for it 
tees. In the initial organization th 
trustees board included trustees elet: new 
ted to the board of Teachers Insurantt speci 
& Annuity Assn., sponsor of CREF. 
Inco! 
Conn. Mutual Buys Land Affe 
Connecticut Mutual has purchase and | 
for $1144 million for investment pur is AN 





poses the property at the southeas 
corner of Dearborn and Washingw 
streets in Chicago, formerly ow! 
by Richard W. Sears, one of @# 
founders of Sears, Roebuck & & 
The purchase gives Connecticut Me 
tual ownership of three-quarters of t 
north half of the block bounded 
State, Washington, Dearborn and Mat 
ison streets. : 
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it Life Growing, 
Paid $30 Million 
The use of credit life insurance has 


wn to a point where, in 1953, $30 
million in death claims were paid un- 





& 
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ntion hond ap that type of policy, Institute of Life 
a Th : ce reports. 

$ di Naa ; 
lembers qj, At the beginning of this year $8.7 






wlio of credit life was outstanding, 
covering 17,861,000 individual loans. 
Ten years ago the figures were $275 
ition in force and 1,856,000 loans. 
“the number of borrowers covered has 
> presente ; almost 10 times since 1943. 

t to Josepk at the start of the year, group credit 
f _ ani jife ownership totalled $6.85 billion in 
sen 13,500,000 individual certificates, under 
the annua 19,000 master policies. At the same time 
cing mon ordinary credit life totalled $1.8 bil- 
W businey Jion in 4,311,000 individual policies. 

ras lea The average size of policy in force 
y’s all-star js about $490. The annual purchases 
are relatively large in relation to 
amount in force since the loans cov- 
ered are usually of short duration. Last 
year purchases of credit life, taking 
into account the new group contracts 
and ordinary policies, totalled $3.25 
billion, about 37% of the in force at 


year end. 


Elect T. R. Little at Flint 


Thomas R. Little, Little-DeYonker 
for excy. agency, has been elected president of 
investment Flint (Mich.) Assn. of A&H Under- 
tants, in writers. Prescott Averill, Prudential, 
mnel, life is vice-president and Mrs. Helen Pat- 
1 manage. terson, Patterson agency, secretary. 


= utilizing Opens Mo. Mortgage Office 


a Travelers has opened a mortgage 
isions ani loan office at Clayton, Mo., to+ serve 

the bes St. Louis and St. Louis county. Herbert 
y method: W- Marsh, named manager, has been 


: haien manager of city loans at Or- 
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lando, Fla., since 1949. He joined the 
company in 1931 at Cleveland, later 
transferred to Philadelphia and after 
army service went to Orlando in the 
mortgage loan department. Jack F. 
Powell, who went with Travelers in 
1947 at Portland, Ore., will work with 
Mr. Marsh. 


Name R. W. Johnson to High 
North American L.&C. Post 


Raymond W. Johnson, for 15 years 
with the Federal 
Bureau of Investi- 
gation, has been 
appointed assistant 
to the president of 
North American 
Life & Casualty. 

Before his FBI 
service, Mr. John- 
son was_ secre- 
tary to Congress- 
man Arens of Min- 
nesota. In that ca- 
pacity he also 
served as a speak- 
er of “the little” 
congress, an asso- 
ciation of secretaries of congressmen 
and senators in Washington. 


Adds Two States for United 


Hirschorn & Joseph, management 
agency in 11 far western states for 
United of Chicago, now will supervise 
additionally Nebraska and Minnesota. 
The agency’s principal offices are in 
San Francisco and Los Angeles. 








R. W. Johnson 








Two Take Executive Course 


Two insurance men are members of 
the executive program in business ad- 
ministration of Columbia university’s 
graduate school of business. They are 
Vernon D. O’Neill, assistant secretary 
of John Hancock, and Ellsworth E. 
Strock, assistant actuary of Prudential. 






Over 
$1% Billion 
Insurance in Force 


Says “Mv Company has a very fine educational and training program 
for its agents. The program begins with fundamental training for the 
new and inexperienced underwriter and continues through such 
specialized fields as Life Insurance for Business Purposes, Coordinating 


Income from Life Insurance with Social Security Benefits, Taxation 


nd 


purchaset 
1ent Pp 
| southeas 






Affecting Life Insurance, etc. It is well integrated with personal training 
and guidance in the Field. The program, in my opinion, is ‘tops’, and 
is ANOTHER JEFFERSON STANDARD PLUS.” 





JEFFERSON 


STANDARD 


Life Insurance Company 


GREENSBORO, 


NORTH CAROLINA 


Bankers National Has 
14% Ordinary Gain 


Bankers National Life had a gain in 
ordinary life production in the first six 
months of 14% over the same period of 
1953. The increase is indicative of the 
large scale expansion which the com- 
pany is carrying out during the year, 
according to William J. Sieger, vice- 
president and superintendent of agen- 
cies. 





Proctor Now Pacific Mutual 


Sales Promotion Chief 


Named manager of sales promotion 
for Pacific Mutual Life is Roy V. 
Proctor, for two years assistant man- 
ager of sales promotion and editor of 
the company’s publication Field News. 
He succeeds Wayne S. Bishop, now as- 
sistant superintendent of agencies. 

Mr. Proctor, a naval air force vet- 
eran, has been with the company five 
years. 





Great-West Names Seven 


Great-West Life has made seven 
head office appointments. 
John L. Carpenter and E. G. John- 


son have been named legal assistants; 
L. C. Leitch, an investment assistant; 
H. J. Neufeld, manager, planning; H. 
M. Porter, manager, group underwrit- 
ing; E. E. Springett, manager, policy 
benefits, and H. V. F. Wilkins, mana- 
ger, mortgage administration. 





Prudential Advances Paff 


in Western Home Office 


Harold G. Paff has been advanced 
to executive gen- 
eral manager of 
administration for 
the western home 
office of Pruden- 
tial at Los Angeles. 

Mr. Paff joined 
Prudential in the 
actuarial division 
at the home office 
in 1934. After a 
series of promo- 
tions he was trans- 
ferred in 1948 to 
Los Angeles where 
he has been actu- 
arial director. He 
is a fellow of Society of Actuaries and 
a past president of Actuarial Club of 
the Pacific States. 
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Harold G. Paff 

















THESE FACTS ARE 
IMPORTANT! 


When 1953 ended we had 
$1,013,741,546 of life insurance 
in force and $288,069,407.82 in 
assets. Since 1895 we have paid 
more than $256,026,000 in claims. 
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territory ta 39 states and the District of Columbie 
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COMPLETE coverage at 
an extremely LOW rate 
means MORE SALES 
with this EXCLUSIVE 
United Policy 





f Ge 







Endowment Non-Cancellable 
at Age 65 Accident Benefit 
Protection Non-Cancellable 
to Age 65 Health Benefit 


Hospitalization or 
Nurse Coverage 

Waiver of 
Premium 


Double Indemnity 
Death Benefit 

Triple Indemnity 
Death Benefit 


For particulars write WM. D. HALLER, 
Vice President and Agency Manager 


UNITED 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


Concord, New Hampshire 




















We Salute... 


Wisconsin National's 
@ 


AWARD WINNERS 


1994 





Wisconsin National Life Insurance Co. 
Oshkosh i 


Elmer W. Clark, 
Oshkosh, Wis. 
7 Year Qualifier 


Wisconsin 





Richard G. Jansen, 
Green Bay, Wis. 
3 Year Qualifier 


Emerson B. Moran, 
Croswell, Mich. 
3 Year Qualifier 


Garnett lamon, 
New Albany, Ind. 
2 Year Qualifier 


Vv. Foreman, 
Kokomo, Ind. 
2 Year Qualifier 


t Ss Spe saa 








Arthur K. Wagner, 
Fond du Lac, Wis. 
2 Year Qualifier 


Wilbur W. Wojta, 
Manitowoc, Wis. 
2 Year Qualifier 


" Clarence N. Novak, 
Kewaunee, Wis. 
3 Year Qualifier 


W. Glen Schroeder, 
Oshkosh, Wis. 
2 Yeor Qualifier 











Staff Travel Data Indicate 
N. Y. Best for NALU Home 


(CONTINUED FROM PAGE 3) 
presented and contributions solicited,” 
the New York booklet states. It goes 
on to say that, first, no goal was set 
for contributions and it was pointed 
out that NALU would acquire a 
mortgage-free home with whatever 
sum the members chose to contribute 
within a reasonable period of time, 
and that second, operating expenses 
would be reduced because of savings 
in owning as opposed to renting; or 
else NALU would obtain greatly ex- 
panded and improved facilities for ap- 
proximately the same outlay. 


“Certainly 
nor contemplated, that any portion of 
the recent dues increase or possible 
future increases should be used to meet 
increased operating costs occasioned by 
a new location,” the report states. 

The Bankers National building is the 
unanimous recommendation of 
New York committee for a building 
ready to occupy within NALU’s ac- 
quisition price and maintenance cost 
range. No remodeling would be neces- 
sary nor would there be any need to 
spend time with architects or builders. 
NALU and Life Underwriting Train- 
ing council could move in and go to 
work with virtually no interruption. 
LUTC has already approved the loca- 
tion for its purposes whereas its re- 
moval to another area is still problem- 
atical, according to the booklet. 

“This building is close enough to 
New York to combine the advantages 
of convenience for work with pleasant 
surroundings for staff residences,” the 
booklet observed. “It has been approv- 
ed by those who would carry on the 
actual work of the NALU.” 


The committee says however, that 
in spite of the advantages of the Mont- 
clair location, “it is apparent that there 
is a feeling in certain quarters that 
NALU should have a new building, 
designed to its own specifications.” 
The committee also recognizes that 
there is a feeling that NALU should 
have a heart-of-the-city location for 
maximum convenience for visiting 
members. 

If this is the requirement there is 
available a location just east of Park 
Avenue on East 39th street in New 
York City, mentioned by Julian My- 
rick, Mutual Life, New York City, a 
past president of NALU and presented 
in his minority report of the location 
committee of NALU from the floor of 
the national council in New Orleans 
at the mid-year meeting last March. 
A photograph of this building and 
also of the Bankers National building 
appear in the booklet. At the 39th 
street site, the cost for a stone-and- 
brick office building with five stories 
and basement is estimated at $500,000. 
Heating and air-conditioning would be 
furnished from the building next door 
on a long-term contract basis and 
equipment for this purpose would not 
be needed. Because the building would 
be on a “light-protector” plot with a 
limit of five stories, the cost of the 
land included in the $500,000 price is 
very low, according to the committee. 


There would be net usable space of 
15,900 square feet plus a basement area 
of 3,500 square feet. Annual operating 
costs including taxes, heat and air- 
conditioning are estimated at $27,000. 

As to financing, the sum now held 
by NALU is about $280,000. The New 
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lieve it would be proper or expedien! cost of 
to seek additional contributions fro, amortiz 
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tive to further fund-raising is a moy. ment P 
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General and Indian Land Negotiator In cor 
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His was a glorious past of treaty- date, nc 
making with Chickasaw and we 1 
Cherokee, shaping boundaries and stantia 
destinies of the Southern States. should | 
Men of all stations sought General from wl] 
Robertson’s counsel. His fairness, ues to s 
wisdom and firmness brought him There : 
great success as mediator between New Y 
settlers and Indians. America owes tions wi 
him a debt of gratitude for his tributior 
peaceful settlement of land problems, preg 
While on a land purchasing mission rentable 


in 1779 he crossed the ice covered 
Cumberland river with his hardy 
band of pioneers and discovered the 
settlement of French Lick, which 
later became the City of Nashville. 


Although founded in 1903, Life and 
Casualty did not begin writing 
Ordinary Insurance until 1919. 
Today, of a total of $1,057,000,000.00 
of Insurance in Force, Ordinary 
Insurance exceeds $450,000,000.00. 
Life and Casualty and Nashville are 
growing together 


fife and Casually 
Insurance Company of Tennessee 


Guilford Dudley Jr, President 
Home Office: Nashville, Tennessee 


Life Insurance in Force 
OVER ONE BILLION DOLLARS 
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Valuable Paper Wallets 


One or a Thousand 
Write for Brochure 
J. M. NEWMAN 


2328 N. Henderson Dallas, Texas 
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World’s Only Recorder of its Kind is 


WALKIE-RECORDALL 4 
ail _ sai BATTERY RECORDER fam 





ords noiselessly in or out of clesed 
briefcase, containing hidden mike while 





MILES REPRODUCER CO., INC. 
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812 Broadway, N.Y. 3, Nir 
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S Not be) at 4% on a 16-year basis at an annual the required mortgage. We believe that Mass, Mutual Appoints Aé&é&H Agents Group Aims for 
r expedien cost of $18,700 for both interest and NALU would be well served by the Reai iG 
tions trond amortization. trustees’ decision on either of these Regional Group Managers 10,000 members by Next June 
ne alternal “For some years to come, the base- Properties.” : ; Massachusetts Mutual has made _ 4 tentative goal of 10,000 members 
is a mor, ment plus the three lower floors (15,- Serving on the committee with Mr. several group appointments in the East. by June 1, 1955, has been set for In- 
» ell , 700 square feet) would be more than Allen were Harry K. Gutmann, Mu- George E. Hopkins, assistant director ternational Assn. of A & H Under- 
© ate * jequate for combined NALU and tual of New York, who was recently of group sales since 1952, was named writers by its president, Leonard Mc- 

nee aed i ” elected president of the New York 8oup regional manager for the eastern Kinnon, McKinnon & Mooney, Flint, 
—______-‘{LUTC_ requirements,” the booklet Cit pina n: A. F. Kinbacher, New 'e8ion comprising the middle Atlantic ich. 

states. “Therefore, the two upper Aewcrg cen panate y states, with headquarters at New York yr, McKinnon has mailed to all 


England Mutual, public relations vice- 
president; and Harold W. Baird, 
Northwestern Mutual, national com- 
mitteeman. 

Contained in the booklet is a copy 
of the resolution adopted May 21 by 
the New York state association urging 
that the NALU committee on location 
should be required to retain an impar- 
tial management consulting firm to 
gather, correlate and analyze such ma- 
terial as has been prepared by the 
various cities seeking NALU head- 
quarters and to develop such other 
information as their experience dic- 
tates and that the recommendation of 
such firm be given precedence by the 
board of trustees of NALU over the 
opinions of all individuals, or local or 
state associations in deciding on the 
location of national headquarters. 

The state association itself is of the 


floors (6,200 square feet) could be 
rented at $5 per square foot. Thus, a 
rental of $31,000 annually would ex- 
ceed the mortgage cost of $18,700 an- 
nually (interest and amortization) by 
$12,300. This $12,300 plus rent re- 
ceived from LUTC, who would stay 
with NALU in a New York location, 
would reduce operating costs substan- 
tially.” 

The booklet goes on to say that the 
fourth and fifth floors to be rented 
initially would allow adequate space 
for future NALU and LUTC expansion. 
If on the other hand when the mort- 
gage has been liquidated in 16 years 
and NALU did not need this fourth 
and: fifth floor space the continuing 
rent would exceed the estimated oper- 
ating costs. Under such circumstances 
NALU would have an operating profit 
on the building in addition to rent 














: opinion, exnressed in another resolu- 
nial receivable me setosiaat tion, that the most desirable location 
.gotiator In conclusion the booklet states: “We for NALU is in the greater New York 
2. should like to reaffirm what Julian metropolitan area including Long Is- 
ait Myrick has said to the effect that, to land, Westchester county, southwestern 
_ date, no one has produced any sub- Connecticut and northern New Jersey. 
es and stantial reasons as to why NALU 4 third resolution of the state associa- 
ates. should be moved away from the area tion urged that no mortgage be in- 
eneral from which it has served, and contin- cyrred without specific endorsement 
irness, ues to serve, its membership so well. py a majority of member associations. 
ht him There are available in the greater 
tween New York area ample accommoda- Chilton Moves to Roswell, N. M. 
es . : : : . 

i 2 pga gt sgn oa Harry E. Chilton has resigned as 

roblems, ‘Tibutions. There is also the prime lo- manager for Republic National Life at 
2 cation in the Grand Central area with Austin, Tex., to reenter personal pro- 

nie rentable space which would liquidate duction at Roswell, N. M. 
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as of December 31,1953 . . . . $294,660,475 
ASSETS . ...... . 1 . © 60,238,794 
TOTAL SURPLUS FUNDS .. . 3,918,964 
1953 INCREASE IN INSURANCE . ._ 25,058,651 
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Completing 75 Years of Progress and Service 
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City. Walter G. Berry, Jr., and Howard 
R. McGee were named district group 
representatives at Cleveland 

Mr. Hopkins joined the company as 
district group manager at Springfield, 
Mass. Prior to going with Massa- 
chusetts Mutual Mr. Berry was a cost 
accountant and had five years in the 
group insurance field. 

Mr. McGee recently completed a 
training course in the company’s home 
office and at Cleveland. All three men 
are veterans. 


Jacksonville GAMC Elects 


General Agents & Managers Con- 
ference of Jacksonville has elected A. 
L. Franklin president; J. L. Austin, 
Southern Life & Health, vice-president; 
and V. W. Wilson, Connecticut Mutual, 
secretary-treasurer. S. Kendrick 
Guernsey, president of Gulf Life, spoke 
at the election meeting. 


members of the executive board of the 
association a comprehensive question- 
naire designed to uncover the member- 
ship potential in each board member’s 
territory. It is expected the informa- 
tion developed will serve as the basis 
for a specific 1954-55 “Program of Ac- 
tion” for the association, to be an- 
nounced later by Mr. McKinnon. 





Barkie, Stross Enters Life 


Barkie, Stross agency of New York 
City has been named agent for New 
York Bankers Security Life. This is a 
new field for the agency, which has 
been in general insurance for 23 years. 








Hippchen Named at Houston 


Southwestern Bankers Life has 
named R. P. Hippchen manager at 
Houston. He has been district manager 
at San Antonio. 










(loes 
he 
need 


$150,000.2 


$150,000 cases probably don’t come into your office every 
day of the week. Especially on the life of a child. But 
when it does happen — when you find a client who plans 
to set up a substantial life insurance estate for his child or 
grandchild, the Manufacturers Life is the company to 
contact. 

At Manufacturers Life the retention limit of $150,000 is 
effective from age 0. Excellent reinsurance facilities will 
enable you to place even a larger amount. 






CONTACT ONE OF THESE BRANCHES FOR MORE INFORMATION 


Baltimore Detroit Los Angeles Portland 
Chicago Hartford Newark Saginaw 
Cincinnati Honolulu Philadelphia San Francisco 
Cleveland Lansing Pittsburgh Seattle 


Licensed in Dist. of Columbia, Arizona, Delaware, Idaho, Minnesota and Virginia. 


YOUR OWN COMPANY FIRST . THEN 


THE 


MANUFACTURERS 
INSURANCE Bias COMPANY 
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Three Metropolitan Men 


to Teach Management 


Three Metropolitan men will be 
among the instructors in New York 





WANT ADS 


Rates—$18 per inch per insertion—1 inch mini- 
mum. Limit—40 words per inch. Deadline 5 P. M. 
Friday in Chicago office—175 W. Jackson Blvd. 
Individuals placing ads are requested to make 
payment in advance. 
THE NATIONAL UNDERWRITER— 
LIFE EDITION 








PENSION SALESMAN 


A Pension Salesman is available who has 
eight years of experience in sales and 
service of trusteed and insured pension 
and profit sharing plans. Write to A-l, 
The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 








University’s course on the middle man- 
agement executive development pro- 
gram to be given in the fall and spring 
semesters during the next academic 
year. They are Elles M. Derby, man- 
ager of management education of Met- 
ropolitan; Charles J. Berg, assistant 
manager of the management education 
bureau, and Harold A. Finley, gen- 
eral supervisor of planning and meth- 
ods of the coordination division, who 
is also course coordinator and adjunct 
associate professor at the university. 





Opens Two Mortgage Loan Offices 

General American Life has opened 
mortgage loan offices at Austin and 
Fort Worth. Harold Wallace, who has 
had mortgage loan experience with the 
company at San Antonio, Houston and 
in the home office, is manager at Aus- 
tin. The Fort Worth office actually is 
being reopened on the return from 
military service of its manager, Rob- 
ert Taylor, Jr. 








agencies. 


Please write to 


Emery A. Huff 





WANTED 
ASSISTANT SUPERINTENDENT 


of 
AGENTS 


Wonderful opportunity for advancement—will work with 
the Agency Vice President directing activities of old and new 


Person selected must have a background of experience in 
recruiting, training and working with Managers and Agents. 
Salary, all traveling expenses and mileage for use of car. 


Vice President and Superintendent of Agents 
Federal Life Insurance Company 

168 N. Michigan Avenue 

Chicago |, Illinois 

















business judgment and ambition. 


175 W. Jackson Blvd. 


STATE MANAGERS—ON A FRANCHISE BASIS 
FOR 
WASHINGTON — NEBRASKA — MINNESOTA 


To represent one of the largest Insurance Companies. 


Health and Accident Insurance paying Lifetime Benefits, Hospitalization 
and complete line of Life Insurance contracts. 

This is exceptional opportunity for 3 capable men to take complete 
supervision—and have ownership equity—in their own agency organ- 
ization. Must have insurance background—successful record—good 


Write detailed statement as to experience, education, age and other 
pertinent data. Replies confidential. 


Box Z-98, The National Underwriter Co. 


Chicago 4, Ill. 


Jefferson Standard 
Business Up 6.2% 


New life sales by Jefferson Standard 
Life totalled $85,280,925 for the first 
six months of the year, a gain of 6.2% 
over the same period of 1953. This was 
the highest for any first half period 
in its history. 

In force now totals $1,282,862,797, a 
gain of $97 million in the last 12 
months. 


Protecting Health Local Job, 
Mrs. Hobby Tells ‘Search’ 


Secretary Hobby of the Department 
of Health, Education & Welfare, whose 
appearance on Institute of Life Insur- 
ance Mutual network program, “The 
Search That Never Ends”, launched its 
third year of broadcasting, declared 
that the major responsibility for con- 
ducting her department’s program lies 
with the local community. 

Much of the work done by her de- 
partment and U. S. public health serv- 
ice is carried on in a continuing part- 
nership with the states and thousands 
of local communities, she said. She 
congratulated the institute and the Mu- 
tual network for dramatizing effec- 
tively efforts by government, industry 
and private physicians to provide bet- 
ter health for all. 


W.&S. Has New Sales Plan 


Western & Southern Life has insti- 
tuted a sales program for its agents 
which emphasizes the importance of 
“needs” selling on weekly premium as 








well as ordinary. The objective is to 
sell the prospect “needs” rather than 
“just to sell a policy.” 


The training and sales promotion 
department has developed the program | 
including special forms designed to — 
show prospects graphically why they © 
should have insurance for a variety of © 


purposes. 





Correction on Second 


Mass. Mutual Forum 


In the July 2 edition,page 14, there 
was an error in the story entitled “2ng 
Mass. Mutual Forum.” The story indi. 
cated that the second brokers forum 
was sponsored by Massachusetts Mu. 
tual Life and Fidelity-Philadelphig 
Trust Co. The forum was conducted by 
Gordon S. Miller, general agent of 
Massachusetts Mutual at Philadelphia, 





Simpson to N. E. Mutual 


George E. Simpson has been ap. 
pointed district group manager for New 
England Mutual at its new group of. 
fice at Los Angeles serving southern 
California and Arizona. He formerly 
was assistant group manager at. that 
city for Connecticut General Life and 
is secretary-treasurer of Los Angeles 
Group Managers Assn. 





Steinberg Has Open House 

More than 100 persons attended the 
open house of the Steinberg agency of 
Massachusetts Mutual at Jamaica, N.Y, 
at the new offices at 166-26 89th ave. 
nue. The new building was opened 


just two years after the agency was 


established. 











ARIES 








| ACTI 


A 








CALIFORNIA IND. & NEB. 
COATES, HERFURTH & Haight, Davis & Haight, Inc. 
ENGLAND Consulting Actuaries 
Consulting Actuaries ARTHUR M. HAIGHT, President 


San Francisco Denver Los Angeles 





Indianapolis — Omaha 




















RON STEVER and COMPANY 


CONSULTING ACTUARIES 
EMPLOYEE BENEFIT PLANS 


H. M. Sarason, F.S.A. 
K. C. Stever, C.P.A. 


Los Angeles and San Francisco 


GA. VA.-N.Y. 


BOWLES, ANDREWS & 
TOWNE 


Consulting Actuaries 
Employee Benefit Plans 


Atlanta ¢ Richmond « New York 


ILLINOIS 


CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 
211 West Wacker Drive 


CHICAGO 6 
Telephone FRanklin 2-2633 












































Harry S. Tressel & Associates 
Consulting Actuaries 
10 S. LaSalle St., Chicago 3, Illinois 
Telephone FRanklin 2-4020 
Moline AAA WB ate 
M. A. Moscovitch, A.S.A. M. Kazakoff 
D. Sneed L. Miler 

















MISSOUNI 


NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 























NEW YORK 
Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran & Linder 
116 John Street, New York, N. Y. 























OKLAHOMA 


W. J. BARR 
CONSULTING ACTUARY 


HOME STATE LIFE BUILDING 
OKLAHOMA CITY, OKLA. 























PENNSYLVANIA 








ESTABLISHED CONSULTING PRACTICE 


Will pay cash for an established consult- 
ing practice. Supply full details in reply. 
Address Z-73, The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








Unusual Opportunity with 

NORTHWESTERN MUTUAL LIFE 

at COLUMBIA, SOUTH CAROLINA 
We wish to establish a District Agency in this 
progressive city. Attractive, Incentive arrange- 
ment. Replies confidential. Address Z-99, The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Illinois 











CHASE CONOVER & CO. 
Consulting Actuaries 
and Certified Public Accountants 
Telephone FRanklin 2-3868 
135 S. La Salle St. ___ Chicago 3, Il. 























oe 








FRANK M. SPEAKMAN 
CONSULTING ACTUARY 
ASSOCIATE 
E. P. Higgins 


THE BOURSE PHILADELPHIA 
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Defining Income for Tax 
Is Perplexing Problem 


(CONTINUED FROM PAGE 1) 

of small income and large family 
groups, must fall on other OASI 
taxpayers. Conversely, as OASI taxes 
increase, an ever increasing percentage 
of OASI taxpayers will have larger 
taxes than the premium cost of their 
own protection. 

Today the price index is approxi- 
mately the same as it was when the 
Senate committee reviewed the eco- 
nomic situation and increased primary 
penefits between $5 and $8.60 and 
other benefits proportionately. These 
penefit increases compensated for the 
price increases since 1950 and were 
therefore justified, but today, he said, 
the Senate committee lacks any reason 
based on OASI’s purpose for adopting 
the proposal for increasing the present 
$85 to $108.50. 

e e a 

Are there valid arguments, he asked, 
pased on OASI’s purpose, which would 
justify the proposed increase? Can the 
proposition be supported that younger 
OASI participants should be further 
burdened to pay an extra $13.50 per 
month to a person who retires a couple 
of years from now and who otherwise 
would receive $85, or an extra $21.80 
above the $127.50 an old couple would 
receive? 

His committee’s position, Mr. Joanis 
said, is that the increase is not justi- 
fied. 

Turning to arguments interrelating 
the proposed benefit increase to $108.50 
and the proposed increase in the tax- 
able wage base to $4,200, Mr. Joanis 
saw them as not based on OASI’s 
fundamental purpose but directed 
to incidental statistical relationships 
existing at one time or another between 
benefit levels, wage levels, and persons 
receiving maximum taxable wages. 

Statistics, he said, are not funda- 
mental considerations but mere by- 
products of different decisions made 
under different economic situations as 
to currently appropriate maximum 
OASI benefits, and appropriate bene- 
fits based on small average wages, and 
as to the wage level which justifies 
eligibility for the maximum benefits 
and subjects the individual to the max- 
imum tax. 

There is no more reason to restore 
the relationship between general earn- 
ings and maximum wage base in 1951 
than there is for any other year, he de- 
clared. In 1950 the Senate committee 
rejected this same argument for re- 
storation of the 1939 wage base. The 
fact that benefits were increased in 
1952 and that more OASI taxes than 
estimated are coming in seem to be 
overlooked today. 


His committee, Mr. Joanis_ said, 
feels that OASI’s basic purpose justi- 
fies the proposals for extending cover- 
age, making the retirement test more 
equitable, increasing minimum bene- 
fits, including the proposed sharp in- 
crease in minimum benefits of aged 
widows and other sole survivors, and 
Improving benefit levels through the 
approach of the “drop out”. His com- 
Mitee opposes the extension of the 
Present temporary public assistance 
stant formula. 

NAM, in its statement, pointed to the 
tetirement benefit of 51% of earnings 


| at average monthly wages of $275 or 


$3,300 a year. This latter figure is the 


median earnings for covered employes 
_ and “if we understand the term median 


Correctly, it means half the covered 
employes earn less than this figure and 


XUM 


half earn more.” 

This indicates that substantial num- 
bers of OASI beneficiaries and their 
wives may receive a government annu- 
ity payment in excess of 5% of earn- 
ings, NAM said, asking, “What incen- 
tive exists for an individual to provide 
for his own future security? It is ob- 
vious that this will result in the wage 
earners being thrown into the hands 
of the federal government for the pro- 
vision of their retirement security.” 

As to the suggested value of includ- 
ing non-covered groups in the program, 
NAM said the claimed savings to pre- 
sent contributors of OASI to be achie- 
ved by extension of coverage seem a 
doubtful long range advantage. It is 
based on the assumption that these 
potential new membership classes will 
more than pay their appropriate share 
of the cost of the system. They would 
thus be required to subsidize it at the 
very time when they are more doubtful 
of benefits than other population 
groups. 

The Senate finance committee tenta- 
tively decided against compulsory 
OASI coverage of physicians, after 
opposition by American Medical Assn. 





K. C. Life Promotes McInnes, 


Makes Kan. Agency Change 


Jack D. McInnes, Jr. will occupy the 
new post of agency secretary of Kan- 
sas City Life. He has been manager at 


3 ~ 


os. 
ae 


J. D. Mcinnes, Jr. 





T. Lynn Prewitt 


Kansas City since 1940. He joined the 
company as an agent in 1930. 

T. Lynn Prewitt, formerly supervisor 
in the field training department, be- 
comes manager at Kansas City. 

Supervising all agency activities in 
both Kansas City, Mo., & Kansas City, 
Kan., metropolitan areas and in near- 
by counties will be Maurice R. Smith, 
assistant superintendent of agencies. 
His son, M. R. Smith, will now be as- 
sistant manager of the eastern Kansas 
agency. 

The elder Mr. Smith has been with 
Kansas city Life since 1939 as a re- 
gional agency supervisor while the son 
joined the company in 1946. 





United Benefit Life Has 
Best One-Day Sales Total 


A new one-day production record of 
$7,780,164 was set July 7 by United 
Benefit Life, more than doubling the 
previous high single day figure set a 
year ago when the company moved 
into the billion dollar in force class. 

The record production was a special 
tribute to George J. Cleary, president. 
It was made on the final day of a per- 
sonal producer’s contest. New single- 
day production records were set by 
43 of the company’s general agencies. 

United’s new business for the first 
six months is up 9%. Insurance in 
force at the end of June exceeded $1,- 
290,000,000, compared with $1,244,941,- 
079 at the end of 1953. 





du Pont to Continental 


Eleuthere I. du Pont has been ap- 
pointed assistant treasurer of Con- 
tinental American. He joins the com- 
pany from Equitable Security Trust 
Co. of Wilmington, Del., where he has 
been employed for seven years. 


Program Completed 
by Insurance Lawyers 


The program of the insurance section 
of American Bar Assn. at the Palmer 
House in Chicago Aug. 16-18 has been 
completed. 

B. M. Anderson of Connecticut Gen- 
eral will discuss extraterritoriality, fol- 
lowed by a panel on the medical as- 
pects of herniated discs, moderated by 
Elmer J. Schnackenberg, judge of the 
7th federal court of appeals and with 
A. J. Bowe and Joseph H. Hinshaw, 
both of Chicago, legal experts, and Drs. 
Eric Oldberg and Edward L. Compere, 
Chicago, medical experts, as partici- 
pants. 

I. V. Brunstrom of American Life 
Convention will discuss life insurance 
annuity and the 1954 tax code; Paul M. 
Roca, Phoenix, death problems under 
the insurance policy; Theodore J. Fra- 
zier of Lincoln, law partner with his 
father, Cecil, former insurance director 
of Nebraska and general counsel for 
H&A Underwriters Conference, the 
A&H applicant’s misrepresentations; 
and J. M. Gillen of General Motors, 
that company’s employe benefit plans. 

Wayne Stichter of Toledo and Judge 
Middleton of the Ohio supreme court 
will conduct the pre-trial tactics panel 
in connection with the paper on pre- 
paring the witness by Wilbert McIner- 
ney of Washington, D. C. Pat M. Eager, 
Jr. of Jackson, Miss., will deal with 
voir dire examination, Paul A. Mc- 
Gouch of Minneapolis with how to con- 
duct direct examination and Lester P. 
Dodd of Detroit with what to ask in 
cross examination. 

The dinner dance is Aug. 17. 


B.M.A. Registers Best 
Sales Month in June 


Business Men’s Assurance celebrated 
its 45th anniversary in June and in 
the same month new paid life insur- 
ance reached an all-time high of 
$22,238,596, an increase of 29.2% over 
June, 1953. 

Another all-time high was the gain 
in life insurance in force which brought 
the total to $770,684,615. 

Although founded in 1909, the com- 
pany did not begin writing life insur- 
ance until 1920. Today it has more 
than $770 million of life insurance in 
force and an equivalent A&H volume. 








American Guaranty, Ore., 


Elects New Officer Slate 

PORTLAND, ORE—American 
Guaranty Life of Fortlend, recently or- 
dered by Circuit Judge Hawkins to 
eliminate one class of stock from its 
corporate set-up, has elected a new 
set of officers. 

President is Darrel W. Wade, Rose- 
burg. Dale Woodruf! is vice-president 
and S. M. Moore secretary-treasurer. 
These and Hans T. Hansen of Roseburg 
and Glen W. Long, Canyonville, com- 
prise the board. 

The new board appointed Frank L. 
Emery, former state insurance com- 
missioner and a former life general 
agent, as executive vice-president. 

The company was organized in 1951. 








Sales Honor President 


More business was placed in force 
by Columbus Mutual Life during June 
than any previous June in the compa- 
ny’s history. In a sales campaign hon- 
oring Carl Mitcheltree, president of the 
company, the company wrote $6,322,- 
455 in 1,395 applications. The $5% 
million quota established was topped 
by $822,455. 


A. S. Taylor With U. S. Lite 

Arthur S. Taylor has been named 
general agent by U. S. Life at Fitch- 
burg, Mass. His office is 470 Main 
street. 





Small-Loan Company 


Forming Own Insurer 


RALEIGH—Delta Ins. Co., reported- 
ly being organized to write insurance 
on small loan borrowers patronizing 
Aetna Loan & Finance Co., and to be 
owned by the same persons owning the 
finance firm, has been granted a certif- 
icate of incorporation by North Caro- 
lina. 

The charter has been issued in the 
name of J. C. B. Ehringhaus, Jr., Ra- 
leigh attorney, and others, but Mr. Eh- 
ringhaus admits that the names ap- 
pearing on the certificate are not the 
true owners and has declined to iden- 
tify the latter. 

Mr. Ehringhaus said the company 
would write credit forms of insurance, 
including life and A&H, but contended 
that it would not be connected with 
any loan company. However, it was re- 
ported that promoters of the company 
are Jack Pollock and Jack Garden, 
both of St. Louis. Mr. Pollock heads 
Royal Management Co., owner of Aetna 
Loan & Finance, which operates in 
North Carolina and seven other states. 
Mr. Garden is Mr. Pollock’s son-in+ 
law. 

Delta still must obtain a license from 
North Carolina insurance department 
before going into business and to do 
that it will have to submit information 
regarding the true owners and other 
data. If it is licensed and is owned by 
Aetna Loan & Finance, as reported, it 
will be the first in North Carolina to 
be owned by a small loan agency. 

Aetna Loan & Finance insurance now 
is handled through American Bankers 
Life of Florida and premiums develop- 
ed on Aetna loans amount to abeut 
$600,000 annually. 





Bailey Is Pan-American 
General Agent at Mobile 


Pan-American Life has appointed 


John A. Bailey 
general agent at 
Mobile, Ala., 


where he will spe- 
cialize in business 
and estate plan- 
ning. He is a grad- 
uate of the Aetna 
Life school, the 
Aetna advanced 
course and the In- 
surance R & R 
course. He con- 
cucted a_broker- 
age business be- 
fore joining Pan- 
American. 


LIA Keystone Group 


Elecis Grace McGuigan 

The Keystone group of Life Insur- 
ance Advertisers Assn., at its annual 
meeting at Philadelphia, elected Grace 
McGuigan, Penn Mutual, chairman; 
Helen McLaughlin, Penn Mutual, sec- 
retary-treasurer; William D. Elton, U. 
S. Review, program and arrangements, 
and George Turner, Fidelity Mutual, 
publicity. Miss McGuigan has been in 
Penn Mutual’s department of public 
information for eight years. 





John A. Bailey 





Crown Opens Two Agencies : 


Crown Life has appointed Robert F. 
Sharpe general agent at Memphis and 
Edward M. Ostendorff general agent 
at Charleston, S. C. These are new. 
agencies for the company. 5 


Globe Life Now in Colorado 


Globe Life of Illinois, which entered 
the A&H field a little over a year ago 
has been licensed for both life and 
A&H lines in Colorado. The company 
is in the process of expanding opera 
tions into other states. a7 
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N.Y.C. Underwriters 
Oppose Tying Group 
to Term-Investment 


Life Underwriters Assn. of New York 
City has sent a questionnaire to the 
president of each company licensed in 
New York concerning the writing of 
group term insurance in combination 
with any periodic payment investment 
plan, and has adopted a resolution de- 
ploring any such combination. 

The association, in its resolution, 
states it is firmly opposed to the writ- 
ing of group term insurance in combi- 
nation with any periodic payment in- 
vestment plan on both legal and moral 
grounds, as being contrary to the best 
interest of the public and life business. 

In its questionnaire, the association 
asked each company whether or not 
it is now underwriting, either on a 
group or individual policy basis, in- 
surance on any mutual investment 
funds or other periodic payment in- 
vestment plan or if it is contemplating 
doing so in the future. If it has not, 
the association asked if it had publicly 
stated its position in regard to the 
practice. 

Concerning agents’ licenses, it was 
asked if they forbade full-time agents 
to represent investment dealers in 
selling mutual fund and other peri- 
odic investment plans. If such a clause 
is not in the license, the association 
wants to know what attitude the com- 
panies would take toward any agent 
who might wish to sell such investment 
plans as sideline. 

It also asked if the company is con- 
sidering entering the variable life en- 
dowment policy field. 

The association points out life com- 
panies have consistently taught and 
promoted the long term advantages to 
the policyholder of combining invest- 
ment and the risk element in one pol- 
icy. The legal reserve system has 
earned the business a reputation of 
absolute security and safety of invest- 
ment and a definite trend toward the 
installment purchase of securities of 
all types has been established in the 
investment field. These securities, by 
their very nature, are not guaranteed 
as to future value, it was pointed out. 
A number of such mutual investment 
funds and other periodic investment 
plans create, contractually, a creditor- 
debtor relationship in event of the 
death of the investor. On this legally 
dubious clause, the association states, 
some life companies are basing their 
issuance of group creditor life. 

The association endorses the position 
taken by National Assn. of Life Under- 
writers and New York State Assn. of 
Life Underwriters. It expressed its 
disappointment that the companies 
would consider insuring the decreasing 
term element in combination with a 
medium of investment for which no 
claim of present or future guarantees 
has or could be made. The established 
and historical position of the legal 
reserve companies is confounded in 
the minds of purchasers of such peri- 
odic investment plans, according to the 
resolutions. 

In doing this, the companies are in 
competition with their own agency 
forces and are creating a virtual en- 
dowment contract in the hands of an 
aggressive sales competitor. 

The companies are also permitting 
the public to associate the names of 
some of the great life companies with 
relatively untested non-guaranteed 
equity plans which are not under the 
supervision of the insurance depart- 
ment, the association pointed out. 


Program Is Arranged 
for Hemisphere Meet 


The program for the hemispheric in- 
surance conference in Rio de Janeiro 
and Sao Paulo, Brazil, Aug. 19-28, 
has been worked out. More than 30 
U.S. insurance executives will attend. 
The conference, sponsored by U.S. 
Chamber of Commerce, again will 
stress the importance of the freedom 
of private insurance from government 
competition or undue restriction; im- 
provement of the service performed by 
private insurance; encouragement of 
further hemispheric exchange of ed- 
ucational material and education tech- 
niques. 

Sixteen countries of the Western 
hemisphere are expected to be repre- 
sented. The U.S. delegation will be 
headed by John A. Diemand, president 
of North America, who will address 
the opening session Aug. 19 in Rio. 
The sessions will be transferred to Sao 
Paulo Aug. 25. 

Six discussion groups dealing with 
life, fire, casualty, marine, surety and 
the defense of private insurance will 
occupy two days of the conference pro- 
gram. V. C. d’Unger, assistant secretary 
of Lincoln National Life, will be co- 
chairman of the life insurance group, 
along with a Brazilian life insurance 
executive. 

A group of papers on insurance ed- 
ucational organization and techniques 
has been arranged by Arthur C. Goer- 
lich, dean of the school of insurance of 
Insurance Society of New York. 

The program will include talks on 
remuneration of life insurance agents 
by Mr. d’Unger and travel accident 
coverages by J. M. Smith, vice-pres- 
ident of Continental Casualty. Speakers 
on Dean Goerlich’s program will in- 
clude Charles W. V. Meares, vice- 
president New York Life; Helen M. 
Thal, acting director of the educational 
division Institute of Life Insurance; 
Elizabeth Ferguson, librarian of the 
institute; Edmund L. G. Zalinski, 2nd 
vice-president New York Life; James 
H. Kohlerman, educational director 
Life Office Management Assn.; Milton 
J. Goldberg, Equitable Society, and 
Dr. S. S. Huebner, emeritus professor 
of insurance, University of Pennsyl- 
vania. 

Life company presidents present will 
include Laurence F. Lee, Occidental 
Life of Raleigh and Peninsular Life; 
Guilford Dudley, Jr., Life & Casualty; 
and Frank Samford, Liberty National. 

Highlighting the social program will 
be a reception by the U.S. delegation 
Aug. 21 in honor of James S. Kemper, 
ambassador to Brazil and chairman of 
Lumbermen’s Mutual Casualty. Mr. 
Kemper, in turn, will be host for the 
U. S. delegation and Brazilian busi- 
ness leaders. 


Urich Now Pacific Mutual 


A&H Underwriting Manager 


Pacific Mutual Life has appointed 
Edward M. Urich assistant secretary 
and manager of A&H underwriting. 

With Pacific Mutual since 1920, Mr. 
Urich has spent most of his career in 
underwriting and most recently was 
chief A&H underwriter. He started 
as an agent under his father, John C. 
Urich, who was the company’s gener- 
al agent at Denver during the early 
years of the century. 


Rally for BMA Milwaukee Agents 

Leading Milwaukee agents of Busi- 
ness Men’s Assurance are meeting July 
16-18 at Ephraim, Wis., for a sales con- 
ference and fishing. G. A. Diehl, Mil- 
waukee manager, will be host at the 
outing and the home office will be rep- 
resented by J. W. Sayler, vice-presi- 
dent in charge of sales. 


B.M.A. Celebrates 
45th Anniversary 


The 45th anniversary of Business 
Men’s Assurance was observed July 1 
at the home office in Kansas City with 
a celebration honoring its founder and 
chairman, W. T. Grant. 

Started as Business Men’s Accident 
Association, the company in 1920 be- 
came Business Men’s Assurance. The 





W. T. Grant, right, chairman and 
founder of Business Men’s Assurance, 
holding a diamond service emblem 
marking his 45th company anniversary. 
L. D. Ramsey, vice-president and con- 
troller, made the presentation. 


first offices were located in one room 
of the old Keith and Perry building in 
Kansas City. The office force consisted 
of Mr. Grant and one stenographer. To- 
day home office employes alone num- 
ber more than 750 and there is an equal 
number of fieldmen located throughout 
the United States and in Hawaii and 
Guam. 

Mr. Grant sold the first 500 applica- 
tions that were needed to obtain a 
charter for the new company. Today 
B.M.A. has more than $757 million life 
insurance in force and an equivalent 
volume of A&H. 


Bankers National Life 
Promotes Two 


Bankers National Life has appointed 
Ramon E. McCue assistant superinten- 
dent of agencies. He has been manager 
of the A&H department of the com- 
pany since 1950. He will remain in 
charge of A&H and will take on addi- 
tional duties of recruiting, training, and 
supervision in connection with his new 
appointment. 

Before joining Bankers National in 
1950 he was special agent of Hartford 
Accident and Ocean Accident in New 
York City. He is a member of the 
underwriting committee of H&A Un- 
derwriters Conference. 

Bankers National also has appointed 
William F. Good field supervisor in 
the agency department. His duties en- 
tail the recruiting and training of gen- 
eral agents for the company. He was 
previously with Prudential for 32 
years as an agent. Connected with the 
East Orange office, he was a member 
of that company’s president’s club in 
1952 and 1953. 


Study of Problems Posed 


by Atomic War Threat 


A joint committee of American Life 
Convention and Life Insurance Assn. 
of America has prepared a 100-page 
report on life insurance problems posed 
by the possibility of atomic attack. 
The report is reportedly near comple- 
tion and later on, perhaps in ae 
ber, part of it may be released, the 
non-classified part. 
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H & A Conference 


Chairmen Named 

Chairmen for H & A Underwriters 
Conference committees have been ap- 
pointed by the conference president, 
J. W. Scherr, Jr., Inter-Ocean. They 
are: 

Planning and finance, W. F. White, 
Mutual Benefit Life; agency advisory 
C. G. Ashbrook, North American Life 
of Chicago: blanks, S. F. Conrod, Loyal 
Protective Life; business practices, p 
W. Watt, Washington Nationai; claims 
relations, E. J. Faulkner, Woodmen Ac. 
cident; conference-LOMA, costs, office 
methods and procedure, G. M. Grady 
Monarch Life; conservation, F. L 
Barnes, Ohio State Life; convention, H, 
K. Hunt, Imperial Life; disability in. 
surance coordinating, R. L. Paddock, 
Time. 

Also, education, W. J. Huggan, Pro. 
gressive Life; group, G. R. Jordan, 
Republic National Life; hospital ang 
medical, R. W. Carey, New York Life; 
legal, J. A. Henry, Continental Assur. 
ance; medical directors, Dr. W. 
Scoins, Lincoln National; membership, 
D. G. Parker, General Reinsurance; 
memorials, Paul Clement, Minnesota 
Commercial Men’s; non-cancellable, W, 
E. Wright, Pioneer Mutual; public re- 
lations, T. T. Wallace, Great American 
Reserve; statistical, C. N. Walker, 
Lincoln National; underwriting, C. M. 
Barry, Ohio State Life. 





Sun Life Business 
Up 58%, Agents Hear 


Paid volume of Sun Life of Mary- 
land increased 58% for the first half of 
1954, compared with a similar period 
in 1953, according to a report given at 
a meeting of the general agency de- 
partment at Philadelphia. 

Speakers at the meeting were 


Charles B. Duff, regional supervisor of | 


brokerage agencies, and W. Robert 
Shoener, regional supervisor of ordi- 
nary agencies, who discussed new sales 
ideas the company is making available, 
and A. Kenigson, vice-president and 
actuary, who said that sub-standard 
would be considered up to 500%. He 
also introduced a new occupational 
manual and discussed material reduc- 
tion in extra premiums charged on 
sub-standard risks. 





Top Cal. Court to Hear 
Stockholders’ Arguments 


in Pacific Mutual Case 


California supreme court has grant- 
ed a hearing to stockholders of Pacific 
Mutual Life in their appeal from the 
decision of the district court of ap- 
peals in which the appellate court sus- 
tained the superior court’s approval of 
the rehabilitation and _ reinsurance 
agreement respecting the company’s 
mutualization. 

This is the second time the agree- 
ment has been before the California 
supreme court, in addition to having 
been before the U. S. Supreme Court. 
In all the litigation heretofore the 
agreement has been approved by all 
the courts. 


N. W. Mutual Sets June 
Six-Month Sales Marks 


Two new sales records have beet 
set by Northwestern Mutual Life. Sales 
for the first six months reached a neW 
high of $270,639,861, a gain of 2.2% 
over the first half of 1953. June sales 
exceeded $42 million, an 18% increase 
over June of last year and largest June 
production on record. 

The Eckert agency at Detroit led in 
June sales with $3,810,320, and for the 
first six months with $9,411,866. 
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life insurance in force exceeds 
Life 
azn | $566,000,000.00 
Group 
Franchise 
Hospitalization 
Brokerage PLUS: One of the most advanced agents 
Reinsurance training programs in the nation... 
Supervised offices . . . Trained Group 
aaa, men to assist agents ... An alert 
Underwriting and home office staff ... 
Top commissions. 
REPUBLIC NATIONAL LIFE 
INSURANCE COMPANY 
Theo. P. Beasley, President Home Office, Dallas 
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Family Counselor... 


The Life Underwriter helps in the making 
of plans for the welfare and security of 
the family. 

Fidelity is proud of its life underwriters 


and family counselors and of the great job 





they are doing in the field. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA © PENNSYLVANIA 
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~ From the Desk of 
A. LUCKY AGENT 
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HOME OFFICE: 411 LIBERTY ST., PEORIA, ILL. 
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Just What the Client Ordered! 


How many times has a prospective client said to you... 
“Why doesn’t your company come out with one policy to 
cover all my sickness and accident requirements?” 


NOW Illinois Mutual Casualty Company 
has a completely different 


ALL-IN-ONE POLICY 
Covering: © Lifetime benefits for total disability—accident ° Five-year benefits 
for total disability—sickness, regardless of house confinement ° Hospitalization 
© Surgical benefits © Blanket medical expense (accident) © Travel eccidents @ Acci- 
dental death - - - A COMPLETE package of protection. 









Add this most salable policy te yeur sates portfolic. Territeries open in: 
Illinois, Indiana, Ohio, Michigan, Minneseta, Missouri, end Wisconsin. 


Illinois Mutual Casually (0. 







E A. McCORD 
President 






Cc. CG INMAN 
Exectuive Vice-President 











On Schedule 


as we predicted 


in January, 1952, Franklin Life ranked 28th in 
total Ordinary in force in the United States ... 
We then predicted that: 


There must be reasons for such 
consistent, spectacular growth 








Lhe Friendly 
IKILEN JLIIFIE company 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 188% 
The largest stock legal reserve life insurance company in the U. S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
Over a Billion Six Hundred Million DcJlars of Insurance in Force 





